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RECOMMENDED FOR 
Banks, Commercial Institutions, Schools, Hospitals, 
Factories and High-class Apartment Houses where 
service is desired between Switchboard and Sub or 
Outlying Stations. 
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Some of the High Spots This Month: 


Follow the Central Station’s Campaign. Frank B. Rae, Jr., that erudite annalist 
of the electrical industry, urges the electragist to get busy and follow up newly 
created business that’s waiting around the corner. Rae’s size up of the situa- 
tion makes mighty interesting reading. 


Eliminating Friction is one of the things that the electragist himself will have to do. 
Clyde Chamblin, executive committeeman from California, tells how they do 
it in his state. Read it in this issue. 


Don’t Pass the Buck. This would be a suitable caption for one of the feature 
pages this month, written by no less an authority than the organizer and first 
president of the National Contractors’ Association—the A. E. I. of today— 
Charles L. Eidlitz, who looks ’em straight in the eye and tells ’em not to duck. 
Read it and—don’t weep. 


Electragists You Should Know. This feature started last month and has received 
what the highbrows call encomiums of praise from all sources. Gaze upon 
the classic features of the two portraits presented on another page of this issue, 
and read the thumbnail sketches of their careers. Of course there are a lot 
of successful electragists, an occasional example to the contrary notwith- 
standing. 


And There’s Lots of Other Good Stuff in this Issue 
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Radio in the summer? Sure! There’s 
no reason why the radio business 
shouldn’t show an increase every sum- 
mer. What's more feckless than sitting 
on the porch all the evening without 
entertainment? Then there are the 
summer resorts that should have radio; 
camp life is dreary without radio; lawn 
parties, fishing trips, picnics — all 
should use radio for the purpose of in- 
jecting human interest into otherwise 
drab doings. 

And so the radio manufacturers are 
starting a big advertising campaign in 
the popular magazines to boost summer 
sales of radio. Well and good: but 
why didn’t they start intensive advertis- 
ing in the trade press first? Sell the 
practical electrical man on the idea and 
the job is more than half done. Radio 
engineer dealers are in constant contact 
with the public, and between them they 
discuss camping and picnicing, and sum- 
mer sports, as well as radio. 

Radio is mysterious. but advertising 
is more so to most advertisers. They 
put the cart before the horse and expect 
the best kind of propulsion. They sell 
the public before they sell the sales- 
man. And then they wonder why re- 
tailers do not make a mad rush to 
stock up and tie in with publicity cam- 
paigns. “Sell the seller first” is a good 
motto for some enterprising manufac- 
turer to adopt. The result will be that 
the seller will help to sell the public— 
at a largely reduced expense. Thereby 
some of the mystery of advertising also 
will be solved. 

* * * 

Now that the standard symbols for 
wiring plans have been revised and are 
being broadcast, it is up to the electri- 
cal interests to see that they are put in- 
to general use. No two architects or 
engineers employ the same symbols 


at the present time. This is confusing. 





Personal Views of the Editor 





Draughtsmen should be urged to adopt 
the new standard. The revised symbols 
are what might be termed a composite 
reproduction of all the various symbols 
now in use. They were compiled and 
passed upon by practical men. Let the 
electrical industry insist upon their 
adoption by everybody. 

* * * 

An advertisement in a daily news- 
paper last month read: “When you 
require the services of a doctor or 
lawyer you want a man of standing— 
that you are reasonably sure abides by 
the established codes of honor in his 
profession. It is important that you 
look for the same qualities in the man 
advising you in the purchase or sale of 
real estate. The best standard of safety 
to follow in selecting such a man is to 
know that he is a realtor.” 

The advertisement further explains 
that a realtor is a member of a local 
beard affliated with the National Asso- 
ciation of Real Estate Boards, which is 
an organization directing all of its na- 
tion wide resources toward uplifting 
the real estate business in the matter of 
honesty and efficiency. 

Change real estate to contractor-deal- 
er. and realtor to electragist, and you'll 
come close to expressing the aims and 
objects of the Association of Electra- 
sists and its trademarked word. Surely 
the contractor-dealer calling is more of 
a profession than that of a real estate 
dealer; hence more comparable to the 
medical or legal professions. But the 
realtor is rapidly lifting his business 
above the old rut—he is proud of his 
name—proud of his code of ethics. 
When the electrical contractor-dealer 
takes the same pride in his code and 
his name, he will lift his branch of the 
industry to a point where he will gain 
the recognition and respect to which he 


is entitled.—F. J. 
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THE ELECTRAGIST 


How Electragists Can Take Advantage of 


Central Station Campaigns 


By FRANK B. Rag, Jr. 


There Are Two Ways of Looking at Certain Activities of the Power 
Company—One Brings You Satisfactory Profits, the Other Doesn’t 


Most electragists resent central sta- 
tion commercial activities of any sort, 
and particularly such activities as over- 
lap into wiring. On that account the 
recent wave of daylight kitchen unit 
campaigns has caused a good deal of 
irritation, and has even led to efforts 
at reprisal. 

But kitchen lighting is only a begin- 
ning. Unless all signs fail the central 
stations are going to follow this plan 
with others in which they will sell din- 
ing room units, bath room units and 
bed room units. They have found in 
these campaigns a method of adding 
materially to the revenue from resi- 
dence customers. 
cure that revenue. 

Now in any discussion or contro- 
versy it is the part of wisdom to get 
the other fellow’s point of view. You 
don’t have to accept that viewpoint, 
but you ought to know what it is. If 
my understanding of the central sta- 
tions is correct, their viewpoint is this: 

First: They are in the business of 
selling electric service to the public. 
This means more than simply supply- 
ing electrical They believe 
that they must make it easy and cheap 
for the public to enjoy to the utmost 
the advantages of the use of electrical 
energy. 


They propose to se- 


energy. 


Second: If and when it becomes ap- 
parent that the popularity and use of 
electric service is curtailed or unde- 
veloped, then it is their right and duty 
to make use of such proper means of 
development as come to hand. 


Don’t Hinder the Public 


| think that no fair minded electra- 
gist—and most electragists are a whole 
lot more fair minded than the rest of 
the industry appreciates—no fair 
minded electragist is going to say that 
the public ought to be hindered or 
restrained in the use of electrical con- 
veniences. To that extent the central 
stations and electragists are in agree- 
ment. 

The question is, does the lack of de- 
velopment in certain directions, such as 
the sale of adequate kitchen lighting, 
constitute a hindrance? To answer 
that question, the results of central sta- 


tion campaign activities on kitchen 
units and incidentally the previous 
history of the non sale of kitchen units 
—are enlightening. 

For three or four years certain manu- 
facturers tried to induce the trade to 
adopt and install a_ better, larger, 
higher standard of kitchen unit. It was 
pointed out that in the average kitchen 
the contractor or fixtureman normally 
places a $2 stem fixture into which is 
screwed a 40 watt or 50 watt lamp. 
The kitchen operations, many of them, 
are performed in the worker’s shadow: 
cupboards. and the oven interior are 
dark. To overcome these drawbacks 
and at the same time raise the illumina- 
tion standards of the home, 
equipments similar to the present well 


entire 


known daylight kitchen unit were rec- 
ommended. 

The trade as a whole couldn’t see 
it. A few scattered electragists adopted 
units which gave better illumination 
than the old combination fixtures, but 
lvoking at the propgsition by and large. 
there was no response to the urging for 
better kitchen lighting. 





Central Station First to Sense Need 


Then along came a central station 
and started to “campaign” the propo- 
sition. This company found a tremen- 
dous market waiting for just this type 
of unit. In spite of the fact that the 
units are priced double or three times 
that of the old style stem fixture, sales 
were made in every fourth home that 
had electric service—indeed in some 
small towns half to three-quarters of 
the homes were equipped with these 
kitchen units, and in one case of which 
the writer has record 86 percent of 
the homes were sold! 

Altogether some sixty or seventy of 
these kitchen campaigns have been car- 
ried on in different parts of the country 
and conservative manufacturers of the 
fixtures and glassware used are agreed 
that not less than $1,000.000 worth of 
units, at the retail price, have already 
been sold. And the market is hardly 
scratched. 

Electragists complain that most of 
this material has been sold at prices 
and upon terms which they cannot du- 


plicate. Granted. But there is another 


¢ 


This Salesman is Selling Something More Than a Kitchen Fixture; He is Selling the 
Desire for Better Home Lighting 
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cold fact to face, namely, that hereto- 
fore these same electragists have not 
tried to sell such units at any price. 
The proposition lay dormant, though 
the trade was urged by the manufac- 
turers to tackle it. Opportunity 
knocked, but the electragists did not 
hear. 

And here is another point: the same 
big opportunity is still knocking loudly 
on the doors of electragists in more 
than 5000 towns and cities, large and 
small, throughout the country. For 
only a few lighting companies have so 
far carried on these campaigns. Else- 
where the job is still open to the local 
Will they tackle it, or 
will they wait until the central station 
decides to do so? 


electragists. 


Power Company Doing Pioneer Work 


The success of the kitchen lighting 
campaign proposition has started the 
central station industry thinking and 
working in other directions. 

Commercial lighting, for example. 

For years and years, the lamp and 
glass and fixture makers have tried to 
show the trade that a tremendous mar- 
ket exists for better store lighting. Elec- 
tragists have been urged to select a 
medium priced standard unit and act- 
ively merchandise it among the retailers 
of their neighborhood and community. 

A few have done so. But broadly 
speaking, the only commercial light- 
ing we have is that which existed. When 
a store was built or remodeled, the 
local electragists scrambled for the 
job, too frequently trimming their bids 
to the starvation point. 

But that isn’t the kind of business 
the manufacturers have been talking 
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about. What they have been urging, 
and what the central stations have been 
hoping for, is that the trade would go 
out and create business by selling bet- 
ter store lighting equipment to mer- 
chants whose present equipment is in- 
adequate. This has not been done ex- 
cept in isolated cases. 

So out in Ohio a central station or- 
ganization takes the bit in its teeth and 
does the job on its own account. They 
selected an attractive, medium priced, 
and efficient unit. They figured out an 
attractive proposition. And in just ten 
days they sold over 2600 of these fix- 
tures in seven communities where alto- 
gether there are less than 6000 retail 
merchants of all sorts. 


Electragists Should not Kick 


Can the electragists kick at that? 
They can and do. 
fied in kicking? 
decide afterward. 

The units so sold by campaign meth- 
ods cost the lighting company about 
$6.75 complete. They were priced at 
$12 installed. The hanging, which this 
company hires done by local electra- 
gists, costs an average of one dollar per 
unit (including the electragist’s profit), 
and $1.25 per unit was allowed for 
selling cost. This leaves $3 gross profit, 
or about 45 percent. 

Nobody contends that 45 percent is 
adequate on the ordinary small wiring 
job, but this campaign proposition is 
not ordinary. It is a method 
which amounts to wholesaling at re- 
tail. The salesman goes from store to 


But are they justi- 


Let’s look first and 


sales 


store, and calls effectively upon half a 
dozen or more customers in a day. The 
margin allowed for selling cost makes 
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it mighty profitable for him. The wire. 
man also goes from job to job, hanging 
the same fixtures all day long and 
wasting no time at it, so the margin 
allowed for that part of the job js 
fair. The 45 percent gross profit then 
is not figured on a normal volume of 
business, it is figured on two or three, 
or perhaps more nearly on ten times 
the normal volume. 

In the campaign mentioned this 45 
percent gross profit amounted to $14. 
430, and it was realized in ten days in 
communities having altogether about 
40,000 electric customers and not over 


6000 stores. 
Difference of Viewpoint on Selling 


It is the writer’s opinion that the 
fundamental difference of viewpoint 
between the central stations who cam. 
paign for such business, and the elec. 
tragists who complain of their cam- 
paigning, is simply a difference in view- 
point on the subject of salesmanship. 

The central station’s effort is to 
create a demand. The electragist’s 
effort is to satisfy a demand. 

When the central station starts a day- 
light kitchen campaign, or a commer- 
cial lighting unit campaign, they create 
the business they get. It isn’t business 
that exists. It isn’t business that they 
compete for. It is business that they 
create by the simple expedient of fram- 
ing up an attractive proposition and 
going out and selling it to the public. 

When a contractor—pardon me!— 
when an electragist bids on a job, he 
is simply satisfying an existing demand. 
The man who asks for the bids has to 
have light for his new store or new fix- 
tures for his remodeled store. He is 





Left—The Units Sold to This Jeweller Were Also Sold to the Cigar Store, the Bowling Alley, the Butcher Shop and the Soft Drink 
Right—By Installing Commercial Units in an Automobile Show Place the Central Station Created a Market for the Elec- 
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“in the market,” ready to buy. The 
business exists, it isn’t created. 

The central station, by its campaign, 
makes the public want better lighting. 
The electragist, on the other hand, is in 
business to supply such lighting ag the 
public already wants. That’s the whole 
situation, boiled down. 

From which we may draw this con- 
clusion: 

The central station campaign may 
really be a mighty good thing for the 
electragist. These campaigns create a 
bigger demand for better lighting, but 
they only satisfy a part of that demand. 
In one instance a campaign sold about 
4000 kitchen units; that was only a 
fraction of the units shipped into that 
territory within a year. Specifically 
we have the record of 190 houses which 
were wired in that territory and in 
every one of them a daylight kitchen 
unit was installed by the electragist. 
The campaign at first seemed to be 
taking business away from the regular 
trade but in the end it greatly increased 


the business the electragists got, be- . 


cause today practically every home that 
is wired is equipped with a $7.50 kit- 
chen unit instead of a $2 stem fixture 
as was the case a year ago. 


Chloroforming the Business 


I say the central station campaign 
may be a good thing for the electra- 
gists; on the contrary it may not. The 
central station may select such cheap 
equipment that the public is not at- 
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tracted and thereby good business is 
chloroformed for a time. Or the elec- 
tragist, in a short sighted spirit of re- 
prisal, may start a ruckus about the 
amount of current the campaign unit 
consumes, thereby throwing a monkey 
wrench into the gears and causing the 
whole campaign to fizzle. Or the cen- 
tral station may assume a high and 
mighty attitude that belittles the elec- 
tragist and injures his status in the 
community. These things have hap- 
pened repeatedly. 

But when a central station campaign 
is run right, with reasonable regard for 
the rights of all, it accomplishes for 
him results which under present cir- 
cumstances the electragist is unable to 
accomplish alone, and that is—it creates 
business. 

So the electragist’s problem is not— 
How shall I combat these campaigns? 
Rather his problem is—How can | take 
advantage of these campaigns? 

The answer to that problem is com- 
paratively simple and can be stated in 
three words: Follow them up. As soon 
as a campaign starts find yourself a 
unit as good and as high priced as the 
one the central station uses. Make a 
quick canvass of all your regular cus- 
tomers and live prospects, and solicit 
their business if possible before the 
central station reaches them. It is a 
fact that people generally would rather 
buy from an electragist they know and 
respect than they would from the cen- 
tral station. 








(= 42, 


The Central Station Window Starts Hundreds of People Thinking on the Subject of 


Better Store Lighting. 


Only a Few Units Are Actually Sold by Such Displays, But 


Displays Make it Easier For the Electragist to Sell Later on 
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And when the central station cam- 
paign ceases, keep going. Follow 
through. Carry on. For remember, 
the central station sales effort did the 
missionary work for you. They went 
ahead and created the demand. You fol- 
low along and supply the demand. That 
is the way to look at, and the way to 
cash in on, central station campaigns. 


Canadian Fees Higher 


The Canadian Government Radio 
Service has increased the fees payable 
for radio licenses. In future, operators 
of amateur experimental stations will 
contribute $2.50 instead of $1 for their 
permits. Amateur broadcasting  sta- 
tions will pay $10 instead of $5 as for- 
merly, and ship station licenses will 
cost $10 instead of $1. No change has 
been made in the fees for amateur re- 
ceiving stations permits, which continue 
to be issued for the nominal sum of $1. 
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Need for Prompt Electric Service 


The Public Wants Service and is Willing to Pay For It at 
a Reasonable Price—Hew Trade Can Improve Relations 


Under the auspices of the Customer 
Relations Committee of the National 
Electric Light Association, of which 
Harold Wright is chairman, F. F. Kel- 
logg of the Duquesne Light Company, 
Pittsburgh, submits these service sug- 
gestions in behalf of central stations 
which ultimately benefit the electragist. 
Mr. Kellogg says: 

The objective point of all central sta- 
tion activity is prompt service to the 
public. The need of prompt electric 
service at once becomes apparent if we 
consider that our future will to a great 
extent be moulded by the reactive affect 
of our relations with our customers. 

One way to improve the service 
would be to study complaints, and so 
arrange our service as to eliminate the 
cause of the complaint. For example a 
very frequent complaint is from the 
customer who moves into his new house 
and is without electric light. Such a 
condition is aggravated by sickness, ac- 
cident and fear. The fire hazard as- 
sumes serious proportions when 
matches, candles and lamps are used 
for illuminating An im- 
portant point to remember in connec- 


tion with that condition is that prac- 


purposes. 


tically all illuminating fixtures installed 
today are electric fixtures. In most in- 
stances the customer finds that the lo- 
cal grocer, butcher and other store- 
keepers have anticipated his arrival and 
are competing for his trade to supply 
his immediate wants, so that he receives 
from them what he terms prompt ser- 
vice. Some electric light companies, 
following that customer’s line of reas- 
oning, seem to think they will get his 
business anyway in time, and appar- 
ently do not feel deeply concerned if 
he is inconvenienced for a few days. 
Can such a customer, visibly im- 
pressed by his first dealings with the 
company, be expected to boost your 
company, or be in a very receptive 
frame of mind to consider using electric 
household appliances requiring the use 
How 
simple it is to avoid this by leaving the 


of the service which you supply? 


service available when final reading is 
taken for the former occupant. Make 


it possible for the new customer to 
make application by telephone. 
is a convenient and quick method. 
Such practices are being followed 
very successfully by certain central sta- 


That 


tion companies, with the result that the 
resident public feel that it is receiving 
a real service from the company. 

While this applies more particularly 
to services which have already been on 
the company lines, why not apply the 
same principle of prompt service to the 
installation requiring line extension? 
The luxuries of yesterday are the neces- 
sities of today, and there is hardly a 
house built that is not wired for elec- 
tricity. With the housing situation as 
it is today, homes are very seldom va- 
cant, so why not, before this house or 
group of houses is occupied, even when 
the construction is first started, deter- 
mine if and under what conditions lines 
could be extended. If the amount of 
business in sight reasonably warrants 
it, let us extend these lines and connect 
the service so that the houses may be 
served when they are ready for occu- 
pancy. This same principle should also 
apply to the house along lines which 
is being wired for electricity. It is 
such little things that go a long way 
toward prompt service, returning large 
dividends in satisfied customers, 
not only become boosters for your 
company, but have a real confidence in 
your company and whatever you have 
to offer. 

The principle of prompt 
should begin to apply with the first in- 
dication that a prospective customer 
will need electricity, and should con- 
tinue throughout the entire relation 
with that particular customer. 

Recent statistics compiled by one of 
the larger member companies indicated 
that the number of electrical house- 
hold appliances is far below the point 
of saturation and the investment per 


who 


service 
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A New Comer to Town Will be a 100 Percent Better Booster for Things Ele 
He Doesn’t Have to Stumble Around to Get the House in Order the First Night After 
Moving in by Finding That the Juice for the Lights Has Been Left on by the Former 
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home in such appliances is far beloy 
what it should be. The rapid crowth 
of the industry during the past fey 
years has required the expenditure of 
an enormous amount of money. In cop. 
templating the financing which must be 
done in the future to keep pace with 
our growth, surely we will approach 
these problems with a feeling of great. 
er confidence if we know that ow 
requirements will come from a public 
who are not only satisfied with the ser. 
vice we are rendering them, but by 
reason of our business enterprise and 
activity in anticipating the public needs, 
have a feeling of utmost confidence in 
the securities which we will 
offer. 

After all it is service that the public 
wants and for which it is willing to 
pay a reasonable price. There is no 
doubt that with a better understanding 
of our problems and appreciation of 
our desire to render a bigger and bet- 
ter service the relations between the 
public and the central station will be- 
come better and broader in every way. 


have to 


Pushing Summer Sales 

The radio section of the Associated 
Manufacturers of Electrical Supplies 
stands one hundred percent behind the 
idea of making the summer of 1924 a 
real radio summer and is doing all it 
can to that end. As a member of the 
section, C. Brandes, Inc., manufacturers 
of headsets, has inaugurated a cam- 
paign to put summer radio on the same 
plane that it enjoys during the winter 
months. This campaign includes ful! 
pages in a number of the great popular 
magazines during May, June, July and 
August in addition to space in trade 
magazines, booklets, sales helps and 
broadsides. In answer to a question- 


aire it has been found that the trade is 
ready to back this campaign. 
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Nobody to Blame But the Electrical Contractor 


By Cuartes L. Em.uirz 


Chairman of Governors of New York Electrical Board of Trade 


Says If You Sell Something Stand Back of It, Don’t Duck! 


Contractors complain that general 
contractors, owners, and architects are 
eradually buying direct from the man- 
ufacturers, where formerly they bought 
through the electrical contractor. This 
is a fact, and the contractor has no one 
to blame but himself. 

In my time, if the engines, genera- 
tors, switchboards or fixtures, etc., 
were in my contract, and if anything 
went wrong with them or there was a 
failure to deliver on time, I took all the 
responsibility so far as owner or archi- 
tect was concerned. In other words, I 
took any blame or censure for such con- 
ditions. Today the contractor imme- 
diately unloads on his sub. He meets a 
complaint of the architect, with some- 
thing like the following: “Oh, that’s the 
fault of the Jones Company from whom 
I am buying the machines. I cannot get 
them to keep up to schedule, etc.” 

The result of this statement is, that 
the general contractor, owner, or archi- 
tect, in an attempt to help out the situa- 
tion, hunts up the Jones Company, fre- 
quently at the contractor’s own sugges- 
tion, to see what can be done to expe- 
dite matters. This brings him in close 
contact with the manufacturer, and he 
frequently finds that the manufacturer 
is blameless and that the fault lies with 
the contractor who either failed to 
make proper arrangements, delayed ap- 
proval of drawings, or failed to fur- 
nish information necessary, etc. The 
manufacturer naturally makes a special 
effort to satisfy the architect and this 


results in establishing a rather friendly 
relationship between them, which makes 
Mr. Architect wonder just why he 
should not deal directly with the man- 
ufacturer from the start. And so on 
the next job he prepares a separate 
specification and takes his bid directly 
from him, and the contractor has no 
part in the transaction. 

In other words, you cannot have the 
pie and eat it. 

If you want to be a general electrical 
contractor from whom the entire equip- 
ment is to be purchased, you must 
stand back of your sub and make a 
point of keeping him in the background 
and not permitting him to come in con- 
tact with your principal. 

Most electrical contractors today 
want to take credit when everything 
works out as per schedule, but they 
duck and try to unload on their sub if 
anything goes wrong. This same criti- 
cism applies to the general contractor, 
but in that case it pleases the electrical 
man because it brings him in closer 
touch with the owner or architect. The 
manufacturer is no different than are 
you yourself. If he is to get no credit 
for a success, but is to be thrown to 
the owner’s mercy for a failure, he 
would rather deal directly with him 
from the beginning, and get credit 
when it’s going the rounds. 

No one is to blame for the efforts be- 
ing made by architects, engineers and 
owners to separate specifications on 
equipment except the Electrical Con- 


tractor. 
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Khminating Friction in the Electrical Business 





By Crype L. CHAMBLIN 


Speaking at Eastern Division Convention on Codperation in California, Execu- 





tive Committeeman of Pacific Division Urges Electragists to Work in Harmony 


In discussing the subject assigned me, 
I have assumed that you would be more 
particularly interested in the subject 
as it pertains to our own branch of the 
electrical industry. Therefore, 1 have 
divided the subject into the following 


Jobbers. 


Association and 


Power Company, 
State 


Local Association. 


divisions: 
Manufacturers. 


The power companies in our section 
of the country do no retailing, nor do 
they do wiring. During the past vear 
they have conducted both range and il- 
lumination campaigns in cooperation 
Each 


branch of the industry contributed to 


with the contractors and dealers. 


a fund for the salary and expense of 
five illumination salesmen. A canvas 
of thousands of poorly lighted stores 
was made. and only those contractors 
who had contributed to the fund were 
called in for estimating or installing 
better lighting as the idea was sold 
We will continue to feel the beneficial 
effects of this campaign for all time to 
come. 

The power companies bring their 
feeds to the building lines only, and do 
not carry any wires within the build- 
ing. They have representatives at prac- 
tically all of our state and local meet- 
ings. and these men are the points of 
personal contact that keep our relation- 
ship on a friendly basis. In turn, the 
contractors are salesmen for the power 
companies, and are ever ready to ex- 
plain the rates and other mysteries 
that the public is ready to criticise. 
They are active in the formation of lo- 
cal leagues and are honestly endeavor- 
ing to build up good will. 


Wholesale Only 


The jobbers are next in our discus- 
sion. The jobbers in our territory have 
“Wholesale Only” on the door and do 
no retailing. Also, they codperate with 
the contractors and dealers in directing 
the industrial buyers to their various 
dealers. The contractor-dealer is pro- 
tected approximately 10 percent over 
industrial buyers, which makes it pos- 
for the handle this 
class of business along with his other 
departments. 


sible dealer to 
The result has been that 
several of us have a very nice semi- 
might be 


wholesale business. as _ it 


termed, and this contact naturally re- 
sults in construction work from time to 
time. 

\s a whole, the jobbers are very strict 
on extending credit. and much empha- 
sis is laid on cash discounting. The 
non-association jobbers of San Fran- 
cisco have recently organized and are 
following out the principal policies of 
the older organization. 

By this cooperation the irresponsible 
finding it 


fly-by-night contractor is 





Clyde L. Chamblin 


hard sledding, and a better feeling is 
created between the supply houses and 
contractors throughout the territory. 
The manufacturers for the most part 
adhere strictly to the Goodwin plan, 
and except in the case of special ap- 
paratus, sell through the jobbers only. 


Should Use Electragist Emblem 


The State Association has found it 
almost necessary to separate the work 
in the north and the south. The south- 
ern section is carrying on the usual as- 
sociation activities, and are promoting 
an emblem along the same lines as the 
northern section. The only sad part of 
the emblem idea is that each section is 
promotng a separate emblem when both 
should be using the Electragist emblem. 

The California Electrical Codpera- 


tive Campaign has had so many vol- 





umes written about it that I will not 
attempt to review its work. However. 
the Campaign has put California in the 
front ranks of codperative electrical de. 
velopment. 

Now we come to the very heart of the 
situation, the association. We 
have good local associations in the prin. 
cipal cities, for without good healthy 
locals, state or national work will never 
amount to anything. 


local 


Speaking particu- 
larly of San Francisco, we have a com- 
mittee now investigating the possibili- 
ties of a Central Estimating Bureau, or 
Quantity Survey Bureau. This system 
is working quite successfully in other 
lines. 

We have adopted a 
group insurance plan for our employes. 
Under this plan any employe from ‘of- 


also recently 


fice to wireman, who remains in our 
employ for thirty days will be protected 
by a thousand dollar life policy, the 
premium to be paid by the employer. 

This means that if a journeyman is 
laid off in one shop he has two weeks’ 
grace in order to get work in one of the 
other shops covered by this insurance. 
This also means that the better class of 
mechanics will seek to stay in the shops 
covering him under this plan of insur- 
ance. All of this is in addition to the 
We believe 
this will make for a closer understand- 
ing with our men, and they will feel 
that the employer is not in the game 
for himself only. 


Live and Help Live 


In summing up our work I would say 
that we believe our only hope of bring- 
ing up our branch of the industry to its 
proper place is by the slow process of 
education, and a close tiein with the 
other branches of the industry. Our first 
responsibility is with our own organi- 
zations, and next our relation to our 
After made 4 
close and detailed study of our own 


Compensation Insurance. 


competitor. we have 
business, have a proper accounting sys 
tem, thereby knowing what it costs 
each one of us to do business, have 4 
harmonious team working organization, 
our next study should be our relation- 
We do not 
need bylaws and constitutions to work 
by if we would only adopt the policy 


ship to our competitor. 
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that “Confidence begets confidence”’. 
Think what we could accomplish if we 
stood tovether for the policy that Sam 
Chase gave us in “Live and Help Live.” 

Until our business gets over the in- 
sane idea of getting volume regardless 
of ethical business methods, regardless 
of costs. with only the idea of being 
able to swell up and boast of the big 
business we are doing, the sooner we 
will begin to stop the supporting of 
electricians and jobbers and manufac- 
turers at salaries that real business 
men would consider a joke. 

In a recent survey conducted by the 
secretary of the Oakland Association, 
he found that while some contractors 
were not paying themselves any definite 
salary. others were not paying them- 
selves any more than a first class jour- 
neyman would get. A low salary means 
a low overhead, and with a low over- 
head added to the cost, a lower price 
may be given, which means that the 
poor deluded contractor is losing in 
both places, first in an inadequate sal- 
ary, and next in reasonable percentage 
of profit. 


Unselfishness is Necessary 


We have been shouting codperation 
from the housetops until it has become 
a byword: we have tried agreements 
with labor. air tight associations and 
all sorts of fake bolstering up of our 
business. with the idea of forcing 
money into our pockets by other than 
the use of our own individual horse 
sense and ability. 

If we could get the really fine, in- 
telligent leaders of the electrical con- 
tractors and dealers of this country to 
adopt the policy of unselfishness and 
confidence, and locally, throughout the 
state, and nationally, they would stand 
together regardless of what the fly-by- 
night, irresponsible contractors might 
do, there would be less involuntary re- 
tirements from the field, less creditors’ 
meetings, and the name Electragist 
would become synonymous of a busi- 
hess outstanding in its endeavor to bring 
success to its members through mutual 
helpfulness and proper service to the 
public. 

There is a reasonable volume that 
each one of us is set up to do, and when 
we try to go beyond that limit we are 
injuring both our competitor and our- 
selves, for we are lessening our per] 
centage of profit as a usual thing, and 
we are preventing our competitor from 
gettine the volume that he is entitled 
to. Thus we pull down through greed, 
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rather than study to give such efficient 
service to the trade we already enjoy, 
that it becomes an asset that is like a 
bank account. Then it is when slack 
business times come, the firm who has 
built up good will has something to fall 
back on, while the seeker after volume 
at any cost passes out of the picture. 

Estimating data is necessary, codes 
are necessary, bylaws, constitutions, and 
information pertaining to the various 
angles and problems of our business 
are necessary for successful operation, 
but what avails such a structure if its 
foundation is greed, and its only use to 
build volume rather than profits? Why 
should not we of the Electragists In- 
ternational who have so much in com- 
mon, be the closest of friends and play 
more together, as well as work to- 
cether ? 

Close friendship is the oil that will 
absolutely eliminate friction in busi- 
ness, and real coéperation, whether in 
California York, Canada or 
Florida, will never be a reality until it 
is voluntary from within. rather than 
legislated from without. 


or New 


Your Local Secretary 
According to a writer in the Warm 
Air Heating and Sheet Metal Journal, 
he is a mighty important factor in the 
organization, whether it is a local or a 
state association. More and more he is 


looked upon as the driving wheel. He 
can make or break his association. 
Sooner or later he naturally by his 
own action or inaction is drawn into 
one of three classes, namely: 

Aggressive. 

Passive. 

Dormant. 


The first quality needs no explana- 
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tion. His work is kept up to date, he 
is constantly on the outlook for new 
members, new methods, anything that 
will help and interest. The aggressive 
secretary does not have to be hammered 
at, coaxed, begged, cajoled, etc., to the 
end of an undesirable catalog) for mem- 
bership reports, collection of members’ 
per capita tax, remittances, etc. 

We once heard a secretary of a small 
association say that his treasurer was 
an up to date business man and dis- 
counted all his bills, but he (the secre- 
tary) generally had to go around and 
ask for a check for his salary, other- 
wise it would be weeks overdue. 

Why a secretary will claim all the 
virtues of the progressive business man 
and neglect his secretarial duties to the 
wellnigh demoralization of his associa- 
tion is something that remains unsolved. 


The second quality—passive—is an 


influence — that 





prevents a_ secretary 
from doing only just what comes to 
him. He never thinks of anything out 
of the unusual track and generally has 
to be reminded that he is still secre- 
lary. 

Of the third quality—dormant— 
little need be said. It practically 
means, gone to sleep on the job. Can 
you imagine a live association with the 
secretary asleep at the post? 

Can you imagine a local secretary 
who will pay no attention to his cor- 
respondence, and who makes no effort 
to keep in touch with his members, or 
keep them informed about association 
matters? 

Well, it is possible for these things 
to happen. They do not happen with 
the aggressive kind of a secretary. 
Pride, if nothing else, ought to be a 
sufficient incentive for every secretary 
elevated to that important office to put 
himself in the aggressive class. 





Do Manufacturers Practice What They Preach in Regard to Window Display and Store 
Arrangement? The Westinghouse Company Endeavors to and Exhibits This Picture 


of a Trim in One of Its Buildings on the Pacific Coast as Proof 
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In many quarters of the electrical 
industry the electrical contractor is 
thought of as a man whose business 
does not include retailing, when as an 
actual fact a large majority of the men 
in the trade thus termed do carry on a 
well defined merchandising business. 
The misnomer came about by reason of 
the logical inception of contracting— 
the wiring of buildings for light—be- 
fore the invention of appliances, and 
when appliances did come into being 
the one man in the industry to sell them 
to the public was the contractor. 

So now a contractor oftentimes—in 
most cases—is not only a contractor 
but a contractor-dealer; and not un- 
rarely does his merchandising business 
compare favorably, in volume if not 
in profits, with his contracting business. 
It is therefore wrong to call a contrac- 
tor-dealer a contractor and such a mis- 
representation frequently is an injus- 
tice. 

In this connection the Association of 
Electragists made a survey of its mem- 
bership some time ago and found that 
more than 70% of the electrical con- 
tractors have retail stores; and less than 


Retailing and Installing Electrical Products 





3% do no contracting. This means 
that while 97% are contractors, about 
three fourths of that number are also 
retailers. Further, 55% of the total 
display lighting fixtures; and 28% 
operate motor repair shops. General- 
ly speaking then 100% of the Associa- 
tion’s members sell or install every- 
thing that is manufactured in the way 
of electrical devices, appliances and ap- 
purtenances. 

Would this not seem to indicate that 
the contractor-dealer should be known 
as a merchandiser as well as a con- 
tractor? It is an injustice to call the 
contractor-dealer a contractor, an injus- 
tice to the dealer—to the contractor 
himself—and to the trade in general. 

The industry cannot afford to have 
this misrepresentation continue. Call 
a contractor a contractor. But do not 
fail to recognize the merchandising end 
of the business fairly. And remember 
that a great majority of contractors in 
the present day meaning of that term 
are really contractor-dealers. As mem- 
bers of the Association of Electragists, 
they all are electragists—which is an- 
other matter, and quite as important. 





























} 


—_ mm ~~ we mm np ~_ 


= Go teas a eo Joo ot es UCUummtlC UC CUCU Ce CalhClCUe Oe we 


an 2m 66 ete 22 oF 2 & @ @ «3% 





> 

















May, 1924 


Tug ELSBCTRAGIST 


How to Demonstrate and Service Appliances 


By F. J. Saylor 


Merchandising Expert of Eureka Vacuum Cleaner Co., Gave Views at Annual 
Electragist Gathering and Floor Discussions That Followed are Appended 


] might say in the beginning that the 


who picked this subject knew 


~ 


gentlem. 
something about operating an electrical 
appliance store, as the two operations 
are so important in their relation to each 


other, that you cannot neglect one with- 
out affecting the other. 

Of course our primary interest is in 
the demonstration of the appliances, be- 
cause the article must be sold before 
service can begin. In our stores we 
place the service manager under the 
outside salesmanager, as the sales and 
salesmen are most affected by the kind 
of service rendered by the store. 


Art of Demonstrating 


As the first impression of an article 
is often seventy five percent of the sale, 
it is important that this first showing 
be as favorable as possible. Most man- 
ufacturers now place their merchandise 
in attractive cartons, and if at all possi- 
ble the demonstrator should unpack the 
article in the home before the eyes of 
the prospect; he should even go so far 
as to conduct it with a certain amount 
of ceremony and explanation as to the 
care that is taken that their customers 
receive the product in the original con- 
tainer and expressly packed for them. 
Whenever possible the article should be 
delivered by the salesman, so that the 
customer cannot form a negative im- 
pression in trying to operate an unfa- 
miliar article, especially a mechanical 
appliance that a woman will eventually 
use. 

You must demonstrate to sell. When 
you appreciate that for such appliances 
as vacuum cleaners, washing machines 
and ironing machines, particularly on 
direct selling methods, you must demon- 
strate before you can sell, then you 
realize the importance of a good demon- 
stration. I might say that in most cases, 
if the article is properly shown, it in 
itself will compel the customer to pur- 
chase without much selling ability on 
the part of the salesman. 


After the Sale—Service 


On that word service many crimes 
have been committed bot’ by dealer and 
customer. We in the appliance business 
have inherited a custom started undoubt- 
edly by the central stations, who first 





sold appliances to their consumers. If 
the customer had been educated along 
the lines of the automobile purchaser 
for instance the service question would 
not be as serious a one as it is today. 
Your customer has been trained to ex- 
pect free service for the life of the arti- 
cle regardless of the care they may give 
same, while in other lines. of business 
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selling mechanical goods the people ex- 
pect to pay for repairs and for every 
service they demand. 

The guarantee from the manufacturer 
is defective material and workmanship, 
but the real cost of that service falls on 
the dealer, as he must spend his money 
for the most expensive part of this serv- 
ice cost, and that is in the home; while 
the manufacturer furnishes parts that to 
him cost as little as a part, and are 
made as regular production material. 
So the guarantee, although it is signed 
by the manufacturer, is endorsed by the 
dealer, and he is the one to whom they 
look for service; often not knowing or 
not interested in who manufactures the 
article, but buying it on the reputation 
of the dealer. 


Ruining Manufacturer’s Reputation 

A manufacturer’s reputation can be 
ruined by poor service rendered by deal- 
ers, and their large national advertise- 


ment appropriation will be worthless; 
as when that article is sold and the 
service neglected, it soon effects local 
and eventually national sales. 

There have been appliances put on 
the market, and put over by large na- 
tional advertising copy that has created 
an enormous demand for them, but they 
finally failed for two reasons: First, the 
article which was sold by the pretty pic- 
ture was not mechanically correct, caus- 
ing enormous service for the dealer. 
Second, the dealer not having a proper 
service department or being unable to 
get repair parts, finally ended in the 
maker closing his factory and the dealer 
in that article losing his reputation as 
one selling reputable merchandise. 

Your service department should not 
necessarily make a profit for you, but 
it should break even, after giving the 
customer the free service, or you might 
say the minor adjustments that a me- 
chanical device might need in a year’s 
use. 

We have found that by making a rea- 
sonable charge for repairs even on ma- 
chines within the guarantee period, if it 
is plain that the machine has been mis- 
used, it will cut your service calls down 
one-third, as the customers then realize 
that they have some obligations in the 
care and use of the article they pur- 
chase; and they will be more careful if 
they have to pay for their carelessness. 
This is extremely important and each 
case of this kind must be tactfully han- 
dled by a competent member of your or- 
ganization who is in charge. 


Outside of the Storé Service 


You no doubt will be interested in the 
scale of charges we make in our service 
departments, and { will outline these as 
follows, for the work done in the store 
repair shop: The minimum charge on 
all minor repairs to cords and small 
appliances is seventy five cents. Sec- 
ond, on any appliance that takes one 
hour or more to repair, the labor is 
charged at the rate of one dollar and 
fifty cents per hour, plus the cost of any 
material used. A flat charge of three 
dollars is made for installing heat ele- 
ments in irons; this includes new ele- 
ments and terminal pins, also minor ad- 
justments. 

Such service as is rendered in the 
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home on cleaners, washers, ironers, 
ranges, etc. First, a minimum charge 
of one dollar is made for small repairs, 
such as broken cords and minor adjust- 
ments. Second, where outside repairs 
take one hour or more to complete, the 
time is charged from the time that the 
man leaves the shop until he returns, 
and the rate is one dollar and a half per 
hour plus the material used. The serv- 
ice man upon the completion of the re- 
pairs tries to collect the service charge 
immediately from the customer, to re- 
duce bookkeeping expense, as we have 
found it unprofitable to collect small de- 
linquent repair charges, and once your 
customers realize that repair charges are 
C. O. D. they are prepared to pay for 
this service when the repair is made. 

The method we use in finding our cost 
of operating this service department. is 
to charge all direct expense, such as 
automobile expense, labor, insurance on 
cars, depreciation and all material used 
in making repairs. We credit that de- 
partment with parts sales made by the 
store, such as cleaner bags and brushes, 
extension cords, etc., and of course di- 
rect charges made by that department 
to the customers. 

We do not consider that the repair 
department has an inventory at any time, 
so that the figures I am about to give 
you do not take into consideration quite 
a respectable stock of parts, neither do 
we credit the repair department for ma- 
terials used in the free service rendered 
the customers. 

We will take one store as an example 
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of the cost of and return, as applied 
to the operation of the service depart- 
ment: 

The total repair charges or sales for 
one year were $11,768.82. Expenses 
were $11.597.12, divided as follows: 
Auto expense, $1,282.95, labor, $5.,- 
730.00, and material, $4,584.17; or a 
profit of $171.70. Of course this profit 
does not take into consideration, as | 
said before, of the inventory of material 
on hand, nor a legitimate charge that 
could be made to the sales department 
for the free service rendered. 

I might say in closing, that if an ap- 
pliance is properly demonstrated in the 
home and a short talk given on the care 
of the article, immediately your service 
will be lessened and sales increased. 

The most important, at least from the 
writer's viewpoint, is for the dealer to 
sell only such appliances that are of a 
standard manufacture, and not-+he kind 
that require continuous service and ex- 
pense to maintain. From my experi- 
ence such appliances are made and sold 
today. 

CHAIRMAN SayLor: Gentlemen, are there 
any questions, or discussions of this matter? 

PresipeNt Stronc: Mr. Chairman, I 
would like to ask you a question. I have 
heard wonder expressed many times as to 
why electrical apparatus requires such a large 
amount of demonstration. If you buy a lawn 
mower, they don’t send anybody out with 
it to show you how to cut your lawn. The 
lawn mower is rather complicated in a way 
and yet you may get a pretty good sized 
one for eight or nine dollars. How much 
electrical appliance equipment can you get 


for that sum? 
The question that occurs to my mind is 





You Can Fairly Imagine by This Display That You Are Sitting on the Sandy Beach 
Enjoying the Cooling Breezes Coming Over the Sparkling Water—Window of the Wis- 
consin Power, Light & Heat Company 
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whether the present system o1 lemonstration 


which goes with all electrical apparatys 
isn’t extremely exaggerated, and to some 
extent unnecessary, and a source of cost 
which makes this overhead of appliance 
distribution extremely high? 

CuamrMAN Saytor: The only answer |] 
have to that is the fact that there is no such 
fear on the part of a woman using a me. 
chanical appliance, as there is where she js 
using an electrical appliance. A woman has 
a certain fear in using an appliance of that 
kind, and she always wants someone to come 
out and show her the operation of that par. 
ticular machine where she is going to use it, 

Take the lawn mower, which Mr. Strong 
has referred to, as an example. That js 
usually used by the husband—or should be— 
and there isn’t any fear accompanying the 
use of that machine. 

I will admit that the extreme costs of 
demonstrating an electrical appliance in the 
home is what has created the present list 
price on such machines and appKances, 

At one time the conditions were such in 
the appliance field that practically all of them 
were sold through newspaper advertising, 
Today if we depended upon the sales re. 
ceived from newspaper advertising we would 
have our volume of sales cut to practically 
one-tenth; and in the second place the ad- 
vertising costs would run from twelve to 
fifteen dollars. So that we have to use this 
expensive method of selling, which includes 
demonstration’ in the home, in order to get 
the volume of business which we certainly 
should handle, with the number of electrical 
consumers that we have in this country. — 


Present Stronc: Mr. Chairman, I 
would like to ask Miss Carroll to come for- 
ward and say something on this subject. 


Miss Atice Carrott, New York City: 
Mr. Chairman, I thought I would get into 
this when you began berating the women, and 
the thought occurred to me that it might 
be well for some of these appliance dealers 
to wait until the woman wanted a vacuum 
cleaner before they tried to go out and sell 
it to her. 

I did not expect to talk on this or any 
other subject at this time—although I usually 
like to talk—and I have made no preparation 
but I am going to cite a case that actually 
came under my own observation last sum- 
mer, and I am going to tell you just exactly 
what happened, and then you merchandisers 
can tell me what ought to have been done. 


A certain company got after a woman I 
know to buy a washing machine, and finally 
she agreed to buy it, and it was delivered in 
her kitchen, There was an A. C. motor on it, 
instead of a D. C., and as she had direct 
current, she couldn’t use it, and it stood in 
her kitchen for three days. Finally they sent 
a man to change the motor, and the day after 
the motor was changed, she attempted to 
wash, and the machine hadn’t been in opera- 
tion more than three minutes when it began 
smoking terribly. I said to her, “Oh, I think’ 
it is just the oil burning off,” but it com- 
menced to look so dangerous that she turn- 
ed it off and waited three or four more days, 
and then a mechanic came out, and when 
she asked him what was the matter with 
it, he said the motor was timed for six and 
six, instead of two and two—whatever that 
meant. ; 

Now that is a truthful occurrence, and it 
meant that this woman had to wait for ten 
days before she got her washing done. and 
that thing stood there in the middle of her 
kitchen during that time, not connected. 
That is simply one case, and I could tell 
you about dozens of them, because I do 
happen to get the womens point of view om 
these appliances. 
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I don’t know just how you are going to 
correct it, but it does seem to me that there 
should be a good working installation at the 
start. | am just wondering where you would 
place the blame in the case which I have 
related. | don’t think that the position taken 
js tenable that you have to demonstrate more, 
just because it is a woman. 


CuHairMAN Saytor: This simply goes back 
to the question I have been discussing with 
reference to service. 

I don't believe this condition that Miss 

Carroll spoke of, occurred in any of the 
cities where we operate stores. But that sort 
of condition arises out of your service de- 
partmeni not being closely connected up with 
your sales department. 
' Now take that condition, that the washing 
machine was sold with an improper motor 
on it, and for a wrong current, using the 
system as I have outlined it in this paper: 
The salesman would have been there to open 
up the crate on that washing machine. He 
would have been there when the machine 
was delivered to demonstrate it. He would 
have tried it out. He is not an electragist— 
he is 2 salesman, but he would see that 
something was wrong and he would immedi- 
ately report back to the sales manager, for 
whom he worked, and the sales manager, 
being in charge of the service department. 
would have sent someone immediately to 
fix the washing machine. 

I don’t say that this method is infallable, 
but you can readily see how much better 
the service will be that the customer will 
receive under this arrangement than it would 
be if the service department were a separate 
department in the store, with probably the 
manager of the store as the one to whom to 
report, rather than the head of the sales 
department, where the interest is greater in 
the commission both for the salesman and 
the sales manager. 

And I want to state that I would not for 
a moment reflect on women’s intelligence, 
because I am married. If all the ladies to 
whom we sell electrical apparatus were like 
Miss Carroll we would have very little 
trouble, because she has no fear of electrical 
equipment. 

But when you take into consideration that 
the good salesman who goes out to make a 
demonstration in the home, suggests to his 
customer that she have her neighbors come in 
to see the demonstration, who might possibly 
be interested in the same appliance, and he 
is getting prospects from the neighbor women, 
and in the end the cost of the particular 
demonstration is lowered, because of the 
volume of business that the salesman can 
get by making the proper demonstration. 
In the end I believe you will find that if 
the machine is properly demonstrated, your 
service cost will be cut two-thirds, because 
the man of the house will know how to oil 
the machine and take care of it. 

Mr. Warts: Mr. Chairman, I don’t think 
there is any question but what the sale of 
appliances is costing too much money, and 
the servicing of them is no small factor in 
that. 

We have to get these costs of both selling 
and of servicing reduced to a minimum. 
You must not forget that the great majority 
of the people of this country have very small 
incomes, and buying a washing machine for 
a hundred and fifty or a hundred and seventy- 
five dollars, cuts quite a figure with them. 
_ I believe the larger part of the servicing 
IS unnecessary. 

Now you talk about demonstrating a ma- 
chine. The only purpose of the demonstration 
1s to prove that the machine will do what 
you said it would do. 

I don’t believe that the sale of the machine 





THE ELECTRAGIST 


should be made fundamentally on the demon- 
stration. I believe that the sale should be 
made on what that machine will accomplish 
in service in the home, and then if you 
wish to demonstrate how the machine is to 
be used to take the greatest advantage of it, 
that is a different story. The idea of washing 
clothes with an electrical washing machine 
is the idea which should be sold. 

Now when this second story worker sells 
the machine and gives a demonstration that 
will do it, out he goes. He probably has his 
first payment, and he is through. This applies 
to the great majority of the sales of wash- 
ing machines. 

Pll tell you the machine is not sold after 
the woman buys it if the man doesn’t know 
anything about teaching her how to use it. 
He may know the construction of the wash- 
ing machine or the vacuum cleaner, all of its 
electrical characteristics, and all the things 
that it will do. but if he doesn’t know the 
problem of the woman in the house the rest 
is of no use, 

Now I have something to suggest here. 
and | wish you would just throw that gavel 
in the waste basket, so that you won't try 
to use it on me when | make this suggestion. 

What would you think of this idea? |] 
believe that a large percentage of this ser- 
vicing is unnecessary, if the women only 
understood about the operation of the ma- 
chine. It takes a woman to show a woman, 
because a man doesn’t know anything about 
the household problems. 

Why wouldn't it be a good idea for the 
central station and the electragist to get a 
little closer in their relations, and whenever 
a washing machine, or appliance of any kind, 
is sold into a home, the dealer will notify 
the commercial department of the light and 
power company, or if there be a League, let 
him notify the field man and if it is a League, 
they probably will have in their employ a 
woman who knows appliances and their use, 
and understands housekeeping problems and 
that woman would be sent to that home to 
show the woman of the house how to use 
and utilize the appliance which she has 
bought, to the greatest advantage. 

When the manufacturer or the dealer sells 
a washing machine he wants to see the 
transaction closed as. quickly as_ possible, 
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and get his money. When he has sold a wash- 
ing machine that goes into a home, he has 
immediately put a revenue producer on the 
lines of the light and power company, and 


_they should have the greatest interest in 


seeing that the greatest possible use is made 
of that machine. Why shouldn’t they be inter- 
ested in sending a woman into the home to 
see to that very thing? 

Mr. Levy, New York City: Mr. Chairman, 
the New York Edison Company does just 
exactly that thing. We had a typical case 
last week. A woman up on 128th Street 
bought a cleaner, and we sent out a woman 
demonstrator, and she was delighted with 
the results of that demonstration. 

The New York Edison Company goes fur- 
ther. They carry on an active campaign in 
the high schools and colleges by sending 
a demonstrator with the various appliances 
into the class rooms, and they are allowed 
a certain time—a half an hour, or an hour— 
in which to demonstrate those appliances. 
That propaganda promotes the sales of ap- 
pliances, and it has been very effective. 

CyairMANn Saytor: Mr. Watts spoke of 
an ideal condition. I don’t know just how 
much experience Mr. Watts has had in selling 
appliances, whether through central stations, 
or through retail stores. But you must take 
into consideration the human element in the 
man, or the woman, who are making their 
livelihood by selling appliances. 

Now, happening to be closely connected 
with two central stations—and fighting the 
rest of them—I get two angles of that situa- 
tion. If the central stations sold appliances 
themselves, this idea of course would be 
impossible to work out. 

The ladies who would normally be em- 
ployed to send out to make these demon- 
strations, like all other humans, are sub- 
ject to inducements—the inducement for 
turning over prospects that they receive, 
while demonstrating a machine in a home, to 
an opposing contractor, I might say as an 
instance. So that in a short time I believe 
that any idea of that kind would be wrecked 
on the rocks of competition. 

There can be a lot of theory and a lot 
of plans laid out, but you have to take into 
consideration the man who is making his 
living selling appliances is going to use every 
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legitimate means to get a sale away from 
his competitor. That is possible, no matter 
whether you are selling a house wiring job, 
or an electric washing machine. 

Another thing: You take the contractor's 
standpoint—he is operating a shop for the 
making of minor repairs—if the central 
stations would do that, as I believe they do 
in the city of Detroit, that is a source of in- 
come that the contractor will lose. 

I was in the contracting business myself 
at one time, and I know that our greatest 
source of revenue was from these small 
jobs which we did every day in the week, 
and if we lost that business it would have 
probably eliminated four or five men from 
our organization, whose returns came from 
that sort of work. 

Mr. Warts: If a central station is selling 
one washing machine, and a contractor an- 
other, that eliminates the possibility of the 
contractor getting the repair work. 

| think the utility companies are anxious 
to see every dealer selling as many machines 
as they possibly can, and get them on their 
lines. | do not think it necessarily follows 
that the repair business is going to be taken 
away from the contractor, just because the 
central station is selling machines. But I do 
think the central station could relieve the 
contractor or the dealer of very much of this 
service for which he cannot charge. If a 
woman attaches her machine to an electric 
socket, and the machine doesn’t run, and she 
sends a hurry up call to the dealer who sold 
it to her, and he comes out and finds that 
the key on the socket hasn’t been turned so 
that the current could flow into the machine, 
if he attempted to charge for that service 
how would he come out? 

I don’t mean that the repair business 
should be taken away from the contractor. | 
believe that some sort of a combination, or 
method of cooperation can be worked out. 
If there is no League to do it, the utility com- 
pany will do it. 

Then some day when the utility companies 
and the dealers come to understand each 
other, and the dealers have developed this 
business to a point where the light and power 
companies will not have to sell these ma- 
chines, then they will come into their own: 
but until they reach that point the light and 
power companies will not cease selling the 
machines. 
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Mr. Kauiscuer: Mr. Saylor, did I under- 
stand you to say that the income was eleven 
thousand dollars plus for repairs, and that 
vour cost was eleven thousand dollars plus? 

CHAIRMAN Sayior: Yes. 

Mr. Kauiscuer: I don’t see how the con- 
tractor would be very much interested, under 
those circumstances. 

CHAIRMAN SayLor: When | wrote this paper 

as I believe | mentioned in the paper—I 
didn't believe that the repair department 
should make money. and our charges are 
based from that angle. 

As Mr. Watts mentioned, the cost that the 
contractor has in servicing appliances that 
he sells, if he had other repairs, or repairs 
that are made after the guarantee of the 
machine has expired, they should be sufficient 
to offset the adjustment. or free service as 
we call it, on the initial year’s use of the 
machine. So that you would have to have 
those additional repairs without taking into 
consideration that if you didn’t repair the 
articles that you are selling, that you would 
not sell any more of the articles. So that 
in fixing the prices in our service depart- 
ment, all of that is taken into consideration, 
and as I said we do not charge the sales de- 
partment for the legitimate charge that should 
be made to them by the service department, 
for the adjustment that they must make on 
the initial year’s use of that particular 
article. 

\ Memper: Mr. Chairman. I would like 
to ask how much, in dollars and cents, does 
that service represent? In other words, how 
much in money does that eleven thousand 
dollars apply to, in order to get the propor- 
tion of the cost of service to the amount of 
service ? 

CHAIRMAN SayLor: Well I would say in 
this particular case it was on the volume of 
business of approximately three hundred 
thousand dollars. That was the total sales 
business of that particular store. Now under- 
stand we are servicing appliances that had 
been sold five or ten years previous to that. 

A Member: It is about 
isn’t it? 


four percent, 


CHAIRMAN Saytor: That isn't so bad. 


Mr. R. W. Keck, Allentown, Pa: Mr. 
Chairman, I cannot conceive the idea of 
charging servicing only as service. 


SCARE SHADOWS AWAY 
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I don’t want to sell an electric appliance. 
as a contractor-dealer, unless there are some 
chances, of servicing that article—even if jt 
is only going out to that house and ining 
on the current, because that will give me 
an entre so that | can get in touch with 
that customer the second time after the first 
sale is made. The electrical dealer has the 
wrong conception of servicing electrical 
appliances. I believe that after the first 
electrical appliance is sold into the home, 
the oftener you get in contact with that 
customer—if it is only for the purpose of 
servicing the appliance—the better and 
stronger goodwill you will establish with 
that customer, and it is the cheapest adver. 
tising that the contractor can get to in. 
crease his appliance business. 

Now I happened to be one of the victims 
of a certain washer campaign, and | made 
money, and I never took back a machine 
from a dissatisfied customer. That is saying 
something, I know, but it is an absolute fact, 


I sell Hoover cleaners, and I demonstrate 
them personally, whenever I can. I tell the 
lady, while | am demonstrating it, that there 
are two adjustments on the brush of the 
Hoover cleaner, when the bristles wear out, 
but I say to her, I am not going to show 
you how to do it, because just as soon as 
you discover that the Hoover cleaner is not 
as efficient as it was when you bought it, 
{ want you to call me on the telephone, and 
I will come right out, or send a man out to 
adjust it, because I want to get that personal 
contact with you again.” 

I think that the oftener the dealer gets in 
personal contact with his customers, either 
himself, or through his employes, the greater 
will be his profits and the larger his volume 
of business. 


Mr. Barrows: In Pittsburgh the central 
station sells appliances, and the big idea 
of the central station is to service the ma- 
chines and appliances that they put out, and 
when we stop to think that this big idea is 
passed down to anywhere from one to forty 
departments, and each fellow in each de- 
partment is looking after the business and 
the little extra money that can be obtained, 
and his company says, “We must not lose 
the personal contract with our customers,” it 
is impossible for another man to service those 
appliances, or even get a look in on that 
business, if it is possible to keep us away. 

Mr. N. L. Watker, Raleigh: Mr. Chair- 
man, I don’t think we should overlook the 
point that was brought out by Miss Carroll 
just now. 

1 don’t think the washing machine that she 
referred to could have been sold by an 
electragist. We ship a large amount of stuff 
out of our town, but we wouldn’t think of 
shipping a motor for instance without finding 
out the characteristics of the current in the 
town to which that motor is going. We 
wouldn’t sell it in the first place without 
finding out about that. If that man who buys 
it, can’t tell us, while he is in our place, we 
won't sell it to him until he has gone home 
and obtained from his central station man, 
if he can’t get it otherwise, information as 
to the character of the current. 


You have got to feel at all times that you 
are in the position of a doctor who has to 
give a prescription. You can’t sell a man 
a motor just for the sake of selling it. You 
have got to think of the service that it is 
to render. 

But I don’t believe in this matter of ser- 
vicing a machine, or demonstrating it, unless 
you are equipped for it; unless you have 
got at least a department for it. 

I can’t see why the electrical man generally, 
just as soon as he is in the electrical business, 
should feel that he is in a position to sell 
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iners and washing machines, un- 
a position to service them. 
mers know nothing about elec- 
trical tet and unless we think for our 
those terms, we cannot build 
iness. When your customers find 
o think for them, then you will 


yacuum < 
less he is 
Our < 


customer: 
up our ! 
that you 
get busin: -s. = 
Mr. Wirts: Mr. Chairman, [ want to 


say to th’ ambassador from Pittsburgh, that 
the sound’ ess of the theory is not affected by 
the poor ‘thics. 

Mr. Co tins: Mr. Chairman, I would like 
to get ai from the washing machine pro- 
position, ‘ecause it is a dirty business, and 
| don’t vant to spend all afternoon on it. 

I think we are all wrong, in our Interna- 
tional Association and local associations. We 
have meetings and we talk wiring and Code 


and motors. and we stop. At the next session 
it is percolators and toasters and irons, and 
no matter which way you start the mer- 
chandising game, you always wind up with 
the washing machine, and spend three 
quarters of the time on that. 

I say we are losing sight of one of the 
biggest opportunities that we have ever had. 
We are going at it wrong, when we talk about 
merchandising separate from contracting. 

Now just think how we could mix the two. 
Just figure over in your mind how the average 
proposal is submitted on a house wiring 
job. It runs about this way: Dear Sirs: We 
propose to furnish the labor and material on 
your building for so much money, including 
so many ceiling outlets, so many brackets, 
so many switches,” and so on. 

The owner is all lined up and he says, 
“Well, | have got two coppers on the beat 
to see that this fellow gives me these things, 
as he has agreed to give them to me.” 

Now this merchandising business I say 
should be coupled up with the wiring job, 
and it should be talked right along with the 
wiring, and those two subjects should not 
be separated in our meetings. 

In Chicago we have one meeting for mer- 
chandising in a month, and we have sixty-one 
members who tell me conclusively how the 
merchandising game may be improved; but 
they say that we must have a separate in- 
stitution for it. 

Now suppose we approach a house wiring 
job with a knowledge of merchandising. From 
your experience in buying and selling irons 
you know that there are some tricks con- 
nected with that proposition, and when you 
look at a plan, you know how the outlets 
should be arranged for the different appli- 
ances. You may find that the convenience 
outlet is over in the corner of the room, 
where the woman has got to stand with her 
back to the window to use it; and when 
you go into the dining room, you may find 
the outlets there are not arranged at all 
as they should be for the percolators, and 
toasters, and so on. You are in a position to 
judge how they should be located for the 
woman who is going to use those appliances. 
You might find that the woman would have 
to be an athlete, in order to use some of 
those appliances, with the outlets arranged 
as shown on the plan. 

If you want to submit a bid for the wiring 
job, you should also look into the arrange- 
ment for appliances especially. 

You get your contractor interested in mer- 
chandising, and then by separating the con- 
tractor’s business from the merchandising, 
and talking about the enormous amount of 
service he must do, and the way 4e must sell 
this, that and the other, you have got him 
convinced that he has to have a separate 
institution for the merchandising, and he 
doesn’t couple the two things together at all. 

The first appliance in the home is the 
vacuum cleaner, and if a woman has to climb 
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up on the parlor furniture to attach it to 
the fixture in order to use it, | wonder if 
the old broom won’t soon go back into use 
again? I think we ought to consider this 
thing very carefully. 

Mr. Gilchrist is a great advocate of mer- 
chandising. He has gone to every end that 
he possibly could think of for the purpose 
of making our contractors dealers, and he 
has got me so filled up with that proposifion 
that I have sixty-one dealers on my hands, 
and they have fairly good looking stores 
and stocks, but they have all got the idea, 
because we have talked this matter of servic- 
ing so much, that they have got to have the 
two things separated. All our conventions talk 
that way, and the articles in your paper, 
Mr. Watts, are all that way. 

Now I am not interested in merchandising 
to any extent unless it can be used to benefit 
the contractor, because we are primarily con- 
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tractors. And I have one thing fixed in my 
mind, that | got from Bill Goodwin, a good 
many years ago, and that is that merchan- 
dising like any other business will find its 
natural channel. 

If you don’t create that natural channel 
you are not going to get the business, and 
if your houses are not equipped properly for 
the use of these appliances, you are not going 
to sell them. We have got to make a natural 
channel for these things, and you are not 
going to make a natural channel unless you 
are the proper man to service that merchan- 
dise when you put it out. And you can't 
service anything of that kind at your own 
convenience. 

CHAIRMAN Saytor: Now gentlemen, our 
time is up for the discussion of this sub- 
ject. | certainly appreciate the interest shown 
here, and as our time is up we will pass to 
the next subject. 


My Association 


By C. T. SMALLCOMB 


Vice President Los Angeles Contractor-Dealer Body Lays 
Down Far Reaching Benefits Resulting From United Effort 


To all of us who are in the electrical 
contracting business there should be 
that feeling of giving everybody you 
come in contact with a square deal. To 
your jobber you owe a correct account 
of your assets and liabilities, and to 
those who extend you thirty, sixty or an 
unlimited number of days’ credit, you 
should outline your business policies, 
your way of keeping books, and your 
way of arriving at the selling price of 
an installation or piece of apparatus. 

All these should be taken up with 
your jobber in order that he may help 
you in carrying out a successful busi- 
ness program. For it must be remem- 
bered that as a general thing the jobber 
is old in the business. He can point 
out or refer back to many electrical 
contracting derelicts who have gone on 





the rocks, or are well on their way, 
and in most cases he, the jobber, is 
holding the sack. 

Therefore it stands the contractor in 
good stead to confide in the wise old 
jobber that he may profit by his ex- 
periences. If for no other reason than 
that of being honest with your jobber 
and yourself, you should codperate 
with him. 


Next in line is your competitor. 
Business without competition does not 
exist. To be fair with your competitor 
is essential to successful business. To 
slander and belittle him is to tear down 
your own prospects. It lowers the 
standard of your business, cheapens 
your character, and this in turn, makes 
everyone suspect you as well as your 
competitor. To tell a customer that you 
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are there to sell your kind of material, 
your style of installation, and your 
kind of service, is being fair with your 
competitor. The field is no place to 
unload your feelings regarding certain 
kinds of competition. 

The electrical inspection department 
should be next considered. What is it 
that makes so many electrical contract- 
ors down on the inspector? My answer 
I do not know 
one electrical contractor in my city who 
has trouble with inspections if he tries 
to do the right thing by this department. 


is lack of coéperation. 


It is only the contractor who tries to 
deceive, tries to get away with some 
raw deal on a job that is always discon- 
certing to the inspection department. 

There is the exception of the contract- 
or who does not know the requirements 
except in a misinterpreted manner. It 
is through the electrical contractors and 
dealers association that the contractor 
is able to meet with the heads of the 
inspection department at their weekly 
meetings at the association headquar- 
ters. What a very splendid opportunity 
this meeting gives each and everyone 
of us—that of discussing old and new 
laws and getting the right interpretation 
when necessary. 
ask. 


Now for the customer. 


What more can one 


As a general 
rule his education is sadly neglected 
when it comes to electrical installations, 
and so is apt to be guided by the lowest 
price, unless he has the idea of quality 
in mind or has been price stung before 
by some ninety day contractor. 

To be fair you 
cannot use methods to defraud him. I 
mean by that, to figure and scheme to 
see how low you can quote him and 
trust to luck that there will be some 
other way to slip up on the job in or- 
der to make your profit. To be fair 
with the customer and to yourself, it 
is self evident that a good quality of 
material installed in a 


with the customer 


workmanlike 
manner at a price consistent with that 
kind of installation is necessary. 

I certainly believe that to be fair with 
a customer and to have him satisfied, it 
is necessary to have satisfied help who 
reflect optimism on their jobs. That 
In reference to the 
price of a job, the contractor’s overhead 
should be arrived at intelligently and 
added to the cost of labor and material 
and then a fair margin added for profit. 

A good installation, a satisfied cus- 
tomer and a profit to the contractor 
means everything, and until the electri- 
cal contractor establishes that reputa- 


means fair wages, 
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tion he is going to have hard sledding, 
slim pickings and more than likely 
will end up in bankruptcy proceedings. 

Now how are we going to bring about 
a condition of fairness to ourselves 
with the jobber, the competitor and 
customer? There is but one answer— 
coéperation, and codperation means as- 
sociation. And the Electrical Contract- 


This Year’s Big Annual Convention 


To Be Held at West Baden Springs, Indiana, From Sep- ' 


tember 29 to October 4, Combines Business and Pleasure 


One of the opportunities offered to 
the attendants of the annual convention 
of the Association of Electragists next 
October will be an educational exhibit 
of electrical materials and devices. All 
the latest developments will be shown 
and some of the manufacturers are ar- 
ranging to give practical demonstra- 
tions by having journeymen install cer- 
tain and take them down 
again. repeating this operation when- 
ever the crowds are assembled. 

This then will be a convention the 
expense of attending which can be 
justly placed on the credit side of the 
ledger, as the knowledge gained through 
these educational exhibits will more 
than repay those that witness them— 


materials 
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Floor Plan of the Inner Court of the West Baden Springs Hotel. This is Known as the 
It Forms a Great Indoor Garden with a Floor Space of Nearly Forty 
Electrical Manufacturers’ Exhibits Will Occupy the Store 
Spaces Surrounding this Majestic Atrium 


Pompeian Room. 
Thousand Square Feet. 


MANUFACTURERS EXHIBITS 


West BADEN SPRINGS, IND 
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ors and Dealers Association is th 
association. 

Let us work out a plan that will carry 
out the idea signified on the emblem of 
our Los Angeles Association: “Quality, 
Service and Responsibility” and they 
each and everyone of us put our hearts 
and souls into developing that com. 
mendable plan. 





and the recreation features will be 
thrown in for good measure. 

The adopted slogan is “Business and 
Recreation Happily Combined”, and it 
is planned to carry out the spirit of this 
slogan to the letter. Now that some 
thirty or forty manufacturers are inter- 
ested in arranging these educational ex- 
hibits, here is an added attraction that 
no electrical contractor-dealer will want 
to miss. 

The event is the twenty-fourth annual 
convention of the A. E. I.; the place is 
West Baden Springs, Indiana; the time 
is September 29 to October 4. Many 
electragists are planning to make this 
their vacation period and thus combine 
business and pleasure. 
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Harry M. Binder, Omaha, Neb. 


Who heads his own business, has been doing 
‘lectrical contracting since early youth, starting as 
in apprentice at the age of seventeen. He expects 
to continue in it, having set as his aim “to grow 
with growing Omaha.” He is a Pennsylvanian, born 
in Pottstown. October 2, 1885. Graduating from an 
apprentice in his home town after three and a half 
years, he ventured over to the neighboring town of 
(Ardmore where he worked a year and then went 
to Philadelphia. Taking Greeley’s advice he went 
west in 1908 and located in Omaha, doing his 
first work there for the Burns Electric Company 
of South Omaha. Two years later he entered the 
employ of the company of which George W. 
Johnston of the Midwest Electric Company, was 
president, and under Superintendent M. N. Murphy 
was promoted from tools and overalls to office 
work. Mr. Binder tells of his first estimating ex- 
perience. He says the company succeeded in getting 
the job and when the work was finished they were 
three hours labor to the good with some material 
to be returned. After six years he went with the 
LeBron Electrical Works to establish a construction 
department of that firm. Meeting with success in 
this venture he decided to go in for himself and 
his present business, devoted to commercial work 
exclusively. is the result. 


Klectragists Y 





T. J. Minnes 





H, M. Binder 


ou Should Know 


T. J. Minnes, Brantford, Ont. 


Was born February 14, in Hamilton, Ontario, forty- 
five years ago, coming as an infant to Brantford 
where his present business is located. His first 
experience was as an apprentice at the plumbing 
and steam fitting trade, after which he moved 
around for a few years, and then returned to Brant- 
ford and bought out a plumbing and heating busi- 
ness. His firm was among the first to handle electric 
washing machines, and when local conditions ruined 
the gas trade in that vicinity, electric ranges were 
taken up, one of the first to be purchased in the 
city being sold and installed by them. The stock 
of electrical supplies was continually added to 
until now the electrical business equals that done 
in plumbing and heating. Staples only are carried 
with the exception of such accessory lines neces- 
sary for accommodation purposes. Electragist stand- 
ards are strictly upheld. Mr. Minnes is a_ past 
president of the Ontario Society of Domestic Sani- 
tary and Heating Engineers; vice _ president. 
Canadian Society of Sanitary Engineers; and was 
on the local Board of Health which is considered 
second to none in the entire Dominion, for three 
years, two as chairman. He is a charter member of 
the Kiwanis Club and has been a member of other 
social and fraternal organizations. 
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Gas Heaters Boost Business of Klectragist 


By Rust McDANIEL 


The Public Thought It Unusual For an Electric Shop to Sell Such 
Things ‘So They Came in To Investigate—and Then Bought 


Admittedly’ one of the greatest 
ghosts in the electrical business, or in 
any retail, manufacturing or jobbing 
business for’that matter, is the peril of 
seasonal slumps. Occasional slumps 
would not be hazardous if it were not 
for the fact that overhead expenses go 
on just the same, slump or no slump. 

Naturally any practical plan that 
helps to equalize trade throughout the 
year is given a cordial welcome by the 
average electrical dealer wherever he is. 

The Graham & Collins Electric Com- 
pany, electragists of San Antonio, Tex- 
as, two years ago began searching about 
for something to take the place of elec- 
tric fan sales as the warm weather be- 
gan to give way to chilly autumn eve- 
nings. Like several other enterprising 
electrical dealers, they decided to give 
gas heaters a trial. 

The owners were not: at all sure of 
themselves, however, in regard to the 
sale of gas heaters. for there was so 
much competition on the part of de- 
partment, hardware and _ furniture 
stores, so they went into the matter on a 
conservative basis. They made a deal 
with a manufacturer whereby the Gra- 
ham & Collins firm would handle the 
heaters on a commission basis. The re- 
tailer was to get ten percent of the 
amount of heaters sold, and the remain- 
ing stock was returnable at the end of 
the season. The retailers figured that 
this was an inexpensive plan of testing 
the practicability of handling gas heaters 
and they put enough interest into the 
sale of the new line to give it a fair test. 

The first year they sold 90 stoves, all 
on commission basis. The line sold 
well in comparison to the time and 
money spent in pushing it—so well in 
fact that the concern took on a regular 
dealer contract for 1923. Last year 
they put more time and effort to the 
new line and easily sold 200. This year 
they are planning considerably greater 
things for their gas heater line. 

J. L. Guest, manager of the retail de- 
partment, was instrumental in getting 
the owners to put in a line of heaters. 
For many years he was connected with 
department stores, the policy of which 
was to handle anything that had a pos- 
sibility of selling to their customers. 
Mr. Guest still has some of those de- 
partment store ideas in his head and he 


is working them to advantage in the 
electrical shop. = 

“We have-a big fan business through 
the summer,” Mr. Guest said, “and 
naturally there -was a_ considerable 
slump in the fall when there was no 
further demand for fans. The logical 
article to take the place of fans is 
stoves; but we found that electrical 
heaters did not meet the needs of all 
our customers by any means. Many of 
them wanted larger heating plants. This 
demand led us to try gas heaters, for 
we knew that if we didn’t fill the de- 
mand for larger units than the average 
electric heater, some other store would 
get the business. So we tried the plan 
out in a small way. 

There is no doubt in our minds now 
that gas heaters are a practical part 
of the electrical dealer’s stock. Al- 
though we have not made a record in 
point of sales, we have made a nice 
profit off the line because it cost us but 
little extra to sell the two hundred 
heaters we handled last year. And the 
cost factor is a big one in determining 
the practicability of any socalled side- 
line in the electrical shop. 

“At the opening of the heater sea- 
son, which is when the first autumn 
cool snap hits us, we arrange a nice 
window display of stoves in one of 
our two show windows, and we have 
two or three placed about our retail 
sales floor so that customers cannot 
miss seeing them when they enter the 
store. 

“In order to work up a degree of ad- 
vance interest in the heaters we print a 
number of small circulars well ahead 
of the first cool wave so that they are 
ready to send out at the logical time. 
These are small enough to fit in a reg- 
ular letter size envelope without fold- 
ing, and are inserted in all letters, 
statements and bills mailed out for 
three or four weeks prior to the open- 
ing of the regular heater season and 
for some time after cool weather ap- 
pears. It costs nothing to distribute 
these circulars, except the small print- 
ing bill, for they fit in all letters and 
general mail without extra postage. 

“We usually make some mention of 
the heaters in our monthly sales letters 
which we mail out regularly, and this 
year we plan on getting out a special 





gas heater letter. All our letters are 
carefully multigraphed, names and ad. 
dresses filled in on a typewriter, and 
are mailed out under two cent postage. 
If we get out this special letter it will 
be practically the only direct expense 
we have in selling heaters, so far as 
advertising is concerned. 

“Of course we have a salesman who 
follows up inquiries by demonstrating 
a heater in the home, if this is neces. 
sary in making the sale. However, we 
make a greater part of our deals right 
on the sales floor. We sell only for 
cash and the customary 30-days open 
account.” 

To electrical dealers who have not 
already tried out a line of gas heat- 
ers, the experience of this electragist 
should prove a valuable suggestion, for 
rarely does the contractor-dealer of 
electrical goods have his business so 
equalized that a line like this will not 
be of material aid in bridging over the 
winter lean spots. Few localities there 
are that have a climate so mild that 
the average electrical heater fills the 
demand for a movable heating appara- 
tus; while there are a number of states 
whose climate is mild enough that a 
good gas heater will provide ample 
warmth. Everybody needs:@ portable 
heating plant, regardless of ‘climate. 





A Study in Armature Contrasts. One 

Weighs 96,000 Pounds, the Other 6% 

Ounces, and Both Were Assembled in the 
Same Building of the G-E Co. 
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One event during the past month has 
accentuated the need for strong and 
vigorous action. That is the threatened 
imposition of a tax on radio receiving 
and transmitting sets. As this is being 
written it is not possible to forecast the 


final action of Congress on this ques- 
tion but it can be guessed that the tax 
will not be imposed, at least at this ses- 
sion. 

One of the faults in our present sys- 
tem of government is that the people, 
supposed to be represented in Con- 
gress, in reality have to be on the 
watch all the time to prevent the impo- 
sition of unfair burdens. 

The people have plainly indicated 
that they want a reduction in taxes. So 
they are going to get it. Then, that 
the Treasury may be provided with the 
necessary funds, new sources of revenue 
must be found. The first two that fell 
under the eye of Congress were radio 
and mah jong. 

But there is no organization among 
the manufacturers and dealers in mah 
jong sets, and unfortunately there is 
not a strong central association in the 
radio industry capable of shouldering 
the burden of legislature watching. 
True, there are associations, but they 
are young and they do not have the 
united support of the industry. . 

In the automobile industry every 
worthwhile manufacturer but one be- 
longs to the manufacturers’ association. 
The dealers’ association numbers among 
its membership practically all of the 
best dealers and distributors of the 
country, and the owners’ association has 








The Power of the Trade Association 


members by the thousands, divided into 
state and city groups, thoroughly or- 
ganized and ready to take appropriate 
action at an instant’s notice. 

Contrast these conditions with the 
radio industry, where there are two or 
three divided groups of manufacturers 
who do not have a single purpose in 
mind, and the hundreds of radio own- 
ers’ clubs throughout the country that 
are loosely tied together if at all. The 
A. R. R. L. has been doing creditable 
work but it is not universally supported 
as it should be among owner and ama- 
teur organizations. 

While the radio tax bill will not like- 
lv pass at this session of Congress, it 
will not be through any lack of oppor- 
tunity, but rather due to the fact that 
the situation is too complicated. If a 
tax were placed on complete sets, then 
component parts of sets not assembled 
would be at an advantage and there 
would be no end of confusion in collect- 
ing the tax. And any manufacturer who 
wanted to evade the tax would need 
only to leave one part out to make it 
an incomplete set. A tax placed on all 
radio equipment would also lead to 
complications because then storage bat- 
teries, switches, dry cells, copper wire, 
etc., would be taxable when used for 
radio but not taxable if used for door 
bells or electric lights. 

This is the time for concentrated or- 
ganization on the part of the radio in- 
dustry. The coming drive for summer 
business will do much to bring har- 
mony and mutual welfare to the front 
and then we will be ready for future 
attacks whatever they may be. 
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Work for Summer Radio Sales 


There is no reason why radio sales 
should show an excessive slump this 
summer. Every condition is favorable 
to more active use of radio than in any 
summer since the public began to get 
interested. 

In the first place the quality and 
quantity of broadcasting has improved. 
It has been variously estimated that 
since the introduction of the staggered 
wave lengths there is from two to three 
times as much transmission on the air 
as there was this time last. year. Sta- 
tions are able to send more hours of the 
day because there is not the constant 
interference that existed under the old 
300 meter conditions. 

While there are slightly fewer broad- 
casting stations, yet all of the stations 
They have 
had more experience in arranging pro- 


have improved very greatly. 


in selecting features and in the 
mechanical handling of the broadcast- 


orams 


ing itself, 


Greatest Artists Heard on Radio 


Che greatest artists in the world to- 
day are heard on the radio—singing, 


instrumental selections. dance orches- 


tras, lectures. talks. banquets, conven- 
tions and speeches of such famous peo- 
ple as the president of the United 


States. various cabinet members, con- 


fressmen, governors, mayors, etc. 


It is hardly possible to look over 











Two Sets to Every Prospect is a Slogan That 
Can Be 


Fulfilled—tThis Article Tells How 


the programs for any evening without 
finding one or two features that you 
would not care to miss. There is no 
longer the business of filling in time if 
the right artist or the right feature 
cannot be obtained. Every program 
cannot be the best program, but every 
program is a good program as judged 
from average standards. Just as tastes 
differ in individuals, so programs must 
be varied to suit a lot of different kinds 
of people. 


Copyrighted Music Talk Subsided 


Most of the excitement about broad- 
casting copyrighted music has subsided. 
Music publishers on the whole have 
found out that it pays well to have mu- 
sic broadcast. Actresses and actors 
have also found out that the transmit- 
ter offers a wonderful means of keeping 
their names and specialties before a 
ereat audience that afterwards finds it 
desirable to come to the box office with 
real money in their hands. 

These are just a few of the ways and 
wherefores of better broadcasting and 
they simply are cited to show that radio 
interest will keep up to a greater extent 
than ever before. 

The about radio 
business being built on sand and going 


annual bugaboo 
to pieces has been proved to be abso- 
lutely false. The radio industry is 
stronger and richer today than it ever 


ne dea “CRG 


In One of Brandes Laboratories, C. E. Brigham Chief Research Engineer, Uses a Visual 
Test Machine to Determine the Reception Qualities of Delicately Made Receivers 





was. Many of the fly by night many. 
facturers that naturally infest a new 
and prosperous industry have been 
forced out of business by the sheer 


merit of competing manufacturers, 
Prices Becoming Stabilized 

Several progressive manufacturers 
have forged to the front with articles 
of merit, good business methods and 
ageressive selling and advertising. Some 
of these have several times found it 
necessary to double their factory facili- 
ties and the demand keeps on growing. 
Wholesale and retail sales connections 
have been getting straightened out and 
the merchandising of radio is on a 
sounder basis than ever before. 

Prices are becoming stabilized and 
with the present low cost of all kinds 
of equipment from machine screws to 
complete sets there is less and less sales 
resistance. It is possible today to pur- 
chase a one tube set made by a reliable 
manufacturer for what a crystal set 
There have been 
some losses along the line in absorbing 
these depreciated inventories, but as the 
trade as a whole has not stocked too 
heavily, these losses have been more 


cost two years ago. 


than made up in other ways, principally 
in increased sales. 


There is No Saturation Point 

Another great help to radio sales is 
the fact that more and more people are 
getting acquainted with radio, its pleas- 
ures, its benefits and its operation. Just 
as almost every high school girl today 
knows how to run a Victrola and clean 
a spark plug, so she knows how to tune 
in WEAF or WOC. Radio sets do not 
have the mystery that they had a couple 
of years ago. People are not deterred 
from buying because of any doubts 
about the set working after they buy it. 
The fact is they are certain that it will 
work. 

Still other cold water carriers have 
said that the radio will soon reach a 
saturation point, which means _ that 
everybody that wants a radio outfit will 
have one and then there won't be any 
more radio sets sold. They said that 
about the automobile industry every 
vear since 1905 and yet every year with 
the exception of one war year has 
showed an enormous increase in the 
number of automobiles manufactured 
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and sold. The saturation point just 
ain t. 

While thousands of families already 
own radio equipment, there are still 
many thousands that have yet to buy. 
And those that already have sets are 
going to keep getting better ones. The 
newest slant is that men are buying sets 
for their offices. Many doctors, den- 
tists and lawyers have one set for the 
home and another set for the office. 
Even an electric crane operator on the 
Erie Railroad at Secausus, N. J., has 
an antenna rigged up between the end 
of the crane and the crane house and 
he has a receiving set that he uses dur- 
ing the time he is not actively engaged 
operating the crane. Train dispatchers, 
switch boatmen, drawbridge 
tenders, all are going in for two sets, 
one while at work and one at home 


tenders, 


Two Sets to Every Prospect 

Think this over. It is a new slant 
and will give you a lot of prospects 
that you didn’t know you had. 

Two radio sets to every prospect. 

Then again, pretty nearly all the 
calamities that people said would hap- 
pen didn’t happen. They said radio was 
changing around so much that every- 
hody would be ruined. It did change 
around a lot. New circuits came out. 
Radio fans got interested first in one 
kind of a circuit and then in another. 
And did anybody get ruined? Not so 
you could notice it. It simply piled up 
the sales still more. 

They said that when the tube patents 
ran out there would be terrible price 
cutting and a lot of worthless tubes on 
the market at ruinous competitive 
prices. Well, the patent has run out, 
but there are a lot of other patents 
till running on various features of the 
tube and more are being granted every 
day. There are some few bootleg tubes 
on the market but not enough to do any 
great harm. And the prices of tubes 
have not gone down nearly as much gs 
on some other products used in the ra- 
dio business. 

All these indications simply point to 
the fact that there is a better chance to 
sell radio this summer than ever before. 
If you are in that condition of mind 
where you are sure vou cannot sell, then 
you sure cannot sell. But if you will just 
simply say to yourself, “Here, I have 
every opportunity to make a killing on 
this thing,” then you are going to suc- 
ceed. 

More radio sales this summer. 

Two to a customer. 
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New Radio Developments to Sell 


Here Are a Score of Devices Which Will 
Jingle Your Cash Register on Profit Side 


Pons Radio Clip 


Two continuous electrical paths are 
provided in the Pons radio clip which 
is of the double clip type and specially 
suited to radio and battery work. The 
current path is unbroken by hinge 
joints or springs. Made in two sizes, a 
small nickel finish style for radio and 
a large lead covered style for battery 
station work. Made by Eugene Pons. 
838 Lincoln Avenue. Schenectady. N. 
¥. | 

Crosley Trirdyn Receiver 


The newest receiving set to be 
brought out by the Crosley Radio 
Corp., Cincinnati, Ohio, is the Trirdyn, 
which is priced at $65. The receiver 
has tuned radio frequency amplifica- 
tion, a regenerative detector reflexed 
back on the first tube and an additional 
stage of audio frequency amplification. 
Although there are but three tubes, it 
is said the results approximate the use 
of five tubes. The set is non radiating 
and will not interfere with other re- 
in the neighborhood. There 
There are two 


ceivers 
are only two controls. 
rheostats, one controlling the detector 
and the other both the amplification 
tubes. The same set with a different 
style of cabinet will be offered later 
for $75. 
Stuart B Battery 


The line of Stuart B batteries is cov- 
ered with an imitation alligator leather 
which adds to the appearance of the 
battery for drawing room use. The 
batteries are made in a number of com- 
binations among which are the 22 1/2 
volt variable with six binding posts. 





22 1/2 volt two tap small, 22 1/2 volt 
six tap, 22 1/2 volt upright and 45 volt 


variable. A line of C batteries is also 
made. The illustration shows the No. 


5683 large 22 1/2 volt variable with six 
binding posts, size 6 5/8 x 3 x 4 1/8 


inches. Made by the Stuart Products 
Corp., Chicago. 


Marle Dial Pointers 


Most receiving sets have no mark on 
the panel back of the dial, or the mark 
is simply a scratch which is hard to 
see. The Mar] pointer is a raised nickel 
arrow which is easily mounted on the 
panel and is especially useful in neutro- 
dyne sets where the setting has to be 
quite accurate. To mount, the panel is 
drilled and screw is inserted from the 
back. Made by the Marle Engineering 
Co., Orange, N. J. Price 15 cents 
each. A counter display and card prop- 
osition is available for dealers. 

Branston Kit No. R-99 

This is a kit of receiver parts for 
super heterodyne construction. The kit 
contains an oscillator coupler. three 
intermediate radio trans- 
formers, a special transfer coupler and 
a coupler for use with antenna. The 
price of the kit is $36.50 and a booklet 
on super heterodyne construction is $1. 
Made by Charles A. 
Buffalo, N. Y. 

Jewell Doible Reading Voltmeter 


frequency 


Branston, Ine.. 


A single instrument for taking volt- 
age readings of both A and B batteries 
is made by the Jewell Electrical Instru- 
ment Company of Chicago. The scale 
is double reading, 0-12 volts below and 
0-120 volts above. There is a common 
terminal at the left and separate ter- 
minals for the low and high voltage. 
No. 57 table type lists at $10, No. 54 
panel mounting type, $8.50. 


CIC Floating Mica Diaphragm 


Used in head phones, phonograph at- 
tachments, etc., CIC floating mica dia- 
phragm floats between resilient cush- 
ions so that its vibrations will not be 
held down. Made by the Connecticut 
Instrument Co., Stamford, Conn. 


Gled Radio Receiver 


The Gled T7 radio receiver is built 
from designs developed by the U. S. 
Bureau of Standards. It is suitable 
for use with either outside or inside 
antenna and with either wet or dry 
batteries. A newer model, the Porta- 
radio, a portable’ receiver with 
tubes weighing only 24 lb. will be ready 
for the market shortly. Made by 
North American Radio Corp., 5 Colum- 


bus Circle, New York City. 





34 
R. C. Condensers 
R. C. condensers are made with hard 
aluminum plates, accurately spaced. 


Both variable and vernier types are 
available. The company manufactures 


Made by Ra- 


dio Condenser Co., Inc., Camden, N. J. 


condensers exclusively. 


Twin Two Cell Battery 

A new 114 volt A battery completely 
enclosed in a rubber case is announced 
by the Twin Dry Cell Battery Co., 220 
Broadway, New York City. Made in 
all sizes to fit various radio require- 
ments. Price 85 cents. 

Von Solder Switches and Jacks 

A complete line of switches and jacks 
on which soldered connections are not 
required is made by the Metro Electric 
Mfe. Co., Inc., 121 Prince Street. New 
York City. The panel switch lists at 
40 cents, double jack 60 cents and sin- 
gle jack 35 cents. 

Eisemann Type RF-2 Receiver 

A receiving set employing radio fre- 
quency amplification is now being in- 
troduced by the Eisemann Magneto 
Corp.., Brooklyn, N. Y. The circuit is 
transformer coupled tuned radio fre- 
quency with two stages of audio fre- 
There are but 
sensativity is 
bined with selectivity. 
is encased in solid mahogany. 
price is $110. 


quency amplification. 
two controls and \ com- 
The assembly 


The 


W orkRite Neutro-Grand Receiver 


A five tube neutrodyne radio receiver 
is now being marketed by the WorkRite 


Mfz. Co., 


Cleveland. Ohio, known as 


That Radio Has a Universal Appeal is Proved Daily. 
Country Are Continually Finding New Markets for Equipment of the Silent Drama. 
Here is Pretty Virginia Valli, Who Takes the Leading Role in the Picture “A Lady of 
Quality,” Catching the Air Waves’ Messages With a Betts Receiving Set 
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the Neutro-Grand. The loud speaker 
is built into the receiver and reception 
is claimed from all points in the coun- 
try. The set is licensed under the 
Hazeltine patent. 


C R L Non Inducitve Potentionometer 


A non inductive potentionometer to 
bias the grids of the radio frequency 
amplifiers is being made by the Central 
Radio Laboratories, 305 Sixteenth 
Street, Milwaukee, Wis. The potention- 
ometer is shunted across the A battery 
and the grid return for the first radio 
stage is connected to the sliding con- 
tact or middle binding post. No by- 
pass condenser is needed. No. 110, 400 
ohms sells for $1.75. No. 111, 2000 


ohms is priced at $2. 
Brach Complete Antenna Set 


\ complete radio antenna set com- 
prising aerial, insulators, lightning ar- 
rester and in fact everything down to 
the last screw necessary to erect an an- 
tenna is included in the 10 in 1 pack- 
age now being put out by the L. S. 
Brach Mfe. Co., Newark, N. J. The 
company has long been manufacturing 
the Brach lightning arrester which is 
included in the set. The price of the 
complete outfit is $6. All parts con- 
form to the requirements of the Na- 
tional Board of Fire Underwriters. 


Myers Tubes 


This is a different type tube from the 
conventional vacuum tube in that it is 
very small and has contacts at two ends 
instead of the nested contacts on the 
conventional tube. This is claimed to 
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give greater distance and selectivity, 
Made in both storage and dry battery 
types and furnished complete with clips 
to mount on the set. No sockets o 
other equipment are required. Made 
by E. B. Myers Co., Ltd., 240 Craig 
Street, Montreal, Canada. Price, $% 
each. 
Thor Reproducer 


Instead of a horn this loud speaker 
is made in the form of a torchiere, floor 
or table lamp to harmonize with the 
other fittings of a living room. It is non 
directional and distributes the sound 
to all parts of the room equally. Prices 
vary with the different models, one 
torchiere listing at $50. Made by the 
Thor Radio Co., Claus Spreckles Bldg., 


San Francisco, Calif. 


New I. R. E. Officers 


The election of the Institute of Radio 
Engineers resulted in the following 
officers being chosen for 1924: J. H. 
Morecroft, , president; J. H. Dellinger, 
vice president; W. F. Hubley, treasurer: 
board of managers, A. H. Grebe and H. 
W. Nichols. Other members of the 
board are: Melville Eastham, Edward 
Bennett, L. A. Hazeltine, Donald Me- 
Nicol and Lloyd Espenschield. Dr. A. 
N. Goldsmith was reappointed secre- 
tary. 


New York Show in Fall 


Final arrangements have been made 
for the radio show, which will open at 
Madison Square Garden, New York 
City, on Monday, September 22, and 
continue until Sunday night, September 
28. The exposition will be held under 
the auspices of the Radio Manufactur- 
ers Show Association, which 
posed of sixty radio manufacturers. 

The Radio Manufacturers Show As 
sociation will hold three expositions 
next season. The first will be in New 
York, at Madison Square Garden; the 
second will be in Chicago, at the Coli- 
seum, November 18 to 23. and the third 
will take place on the Pacific Coast 
early in 1925. 


is com- 


Blue Book of Radio 

“Simplicity of Radio” by Powel 
Crosley, Jr., known as “The Blue Book 
of Radio,” contains information about 
the principles of radio, written for the 
layman, with illustrations and diagrams 
that are easily understandable. Free 


copies may be had by writing to the 
Crosley Radio Corporation, Cincinnati, 


Ohio. 
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Chats on the National Electrical Code 


By Husert S. Wynkoop, M. E. 


Monthly Discussion of National Electrical Code Practices by Well 
Known Authority in Charge of Electrical Inspection, City of New York 


Solderless Connectors 

A lot of us old timers die hard when 
it comes to accepting a solderless con- 
nector--or “mechanical splicing de- 
vice’>—-as a substitute for a soldered 
joint. The trouble with us is that we 
learned the trade when a soldered joint 
was a soldered joint. Now it’s any 
old kind of a hook up smeared with a 
touch of solder—perhaps. On the whole 
the worst solderless connector that | 
have seen is probably better than the 
average spliced and soldered joint 
found on many joints today. 

And besides this: the 
makes it much easier to hunt trouble, 
and to restore the connections after the 


connector 


trouble has been found. 


Condulet or Pothead 

Is a condulet a device equivalent to 
a pothead. Section 404b requires that 
“the inner end of service conduit shall 
enter the service cab‘net, or be made 
up directly to an equivalent device.” 
The conduit, if insulated, need not be 
electrically connected to the cabinet. 
With an insulated. service standpipe the 
conduit would serve as a terminal fit- 
ting; but with an underground service 
from a pole line the conduit cannot be 
considered insulated and therefore must 
be run directly into the cabinet, no con- 
dulet being used. 

Section 404d, however, applies to 
grounded service conduits leading from 
an underground distribution system. 
Here the conduit must be led into the 
cabinet and must also be sealed to pre- 
vent the entrance of gases. The con- 
dulet admits of sealing, but does not 
provide for electrical connection to the 
cabinet; so, except in the case of the 
larger services, it is not available. A 
pull box filled with sealing compound 
is best. 

Single Pole Switching 

The Code never prohibited single 
pole switching of ord‘nary 660 watt 
circuits. Nor does it today prohibit 
single pole switching of branch light- 
ing circuits. Under 15 amperes, the 
limit of current which may be switched 
single pole (or three-way or four-way) 
is fixed by the rated capacity of the 


particular switch. A study of section 
1204. will bring out a number of inter- 
esting ideas—one of which is_ that 
double pole switching of lighting cir- 
cuits located in a damp place is no 
longer required. But 
switching must be provided generally 


double pole 


for motor or heater circuits. 





Border Lights 

The 1920 Code required a thickness 
of not less than No. 20 U.S. sheet metal 
for the entire border. The 1923 Code 
calls for this thickness for the troneh 
containing the wires, and goes on te 
say, “Shall be so designed that the 
flanges of the reflectors or other ade- 
quate guards will protect the lamps 
from mechanical injury and from acci 
dental contact with scenery or other 
combustible material. Obviously the 
intent is not to require No. 20 gage 
iron for the flanges of the reflectors if 
a lighter weight of metal is so designed 
or reinforced as to serve as a substan- 
tial guard. 





Stage Pockets 

The Code still requires that stage 
and gallery pockets shall make pro- 
vision for arc lamps, as well as for in- 
candescent lamps. Arc lamps _ have 
pretty nearly disappeared from the 
stage, having been superseded by the 
high power incandescents; but they are 
still found to be indispensible for spots 
in the gallery. The rule therefore is 
still pertinent for gallery pockets. But 
for the stage there is no longer need 
for arc receptacles, nor for 35 ampere 
circuits. However, architects are still 
calling for and contractors are install- 
ing arc pockets and arc circuits for the 
stage. 


Steel Wool Combustible 


Here’s the latest. Steel wool burns 
like a Christmas tree! If you don’t 
believe it, try it. In one of our local 
steel wool factories a workman carrving 
a bundle of steel wool brought it into 
contact with live metal parts. The 
short circuit caused him to drop the 
bundle which kept on burning vigor- 
ously. Investigation seems to show 
that it is the fine dust and oil in the 


wool which mix with the air and become 
inflammable. 





Wires in 1/4 Inch Conduit 


The table (503m) says there should 
be only three No. 14 wires in 14 inch 
conduit. The note under the table says 
four. But the table evidently includes 
double braided wire, while the note 
specifically applies only to single braid- 
ed. According to the Code therefore 
we may place one duplex (double 
braided) and one conductor 
(either single or double braided) in 
a '4 inch conduit, while if we use four 
single conductors (which would natu- 
rally be single braided) we may place 
them in 14 inch conduit. Has anyone 
a better explanation of the apparent dis- 
crepancy between the table and_ the 
note? 


single 


Reverse Phase Relay 

Section 808f (erroneously designated 
as e) calls for a reverse phase relay for 
an alternating current motor operating 
an elevator or a crane. Section 3006c 
permits two motors operating a crane 
bridge to be protected by a single auto- 
matic. Must there be a reversible re- 
lay for each motor, or may there be one 
for the pair? 

I am inclined to believe that one re- 
lay is sufficient. The purpose of a re- 
lay is to prevent reversed or single 
phase operation. The reversing may 
occur at any point on the system, and 
the single phasing at any fuse. If the 
relay is placed at the ultimate cutout. 
it ought to care for every case except 
wrong connections made at the motor. 
But when the wireman connects up he 
tests out by operating and can thus 
catch a mistake before it causes any 
damage. 


Motor Wiring Tables 
I am beginning to believe that, after 
all, a set of tables specifying the sizes 
of wires required for motors of various 
types and capacities ought to be in- 


cluded in the Code. 


For some years | 


have res‘sted this idea on the ground 
that such tables would have to be based 
on averages and would therefore not 
care for the extreme cases; where they 
did not, the conductors would have to 
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be overfused. But the need for uni- 


formity is so pressing and the practical 
experience has become so extensive 
that I think we can safely adopt tables 
either with or without 


of motor wiring, 


a saving clause which will secure 


proper fusing in extreme cases. 


Identified Wire in Signs 


Underwriters Laboratories announce 


tentatively the addition to 


the Sign Standard: 
Cc 


following 


Circuit wires connected to screw shel! 
have a 
Circuit 


terminals of receptacles must 
white or natural finish. 
wires connected to center contact of re- 
readily 


gray 


ceptacles must be of a color 


distinguishable from white or natural 


eray. If white or natural gray braid 
in the covering of circuit wires 
‘onnected to center contact, at least 1/4 
of the braids must be made up of col- 
ored strands, preferably black, laid ad- 
jacent in the braid so as to show a solid 


is used i 


spirally laid color. 


Lighting Growth in 1923 
The volume of sales of incandescent 
lamps serves as a reasonably accurate 
measure of the expansion of the light- 
ing business, according to a statement 
of the General Electric Company. It is 
estimated that about 225,000,000 large 
tungsten filament lamps were sold in 
the United States during the year 1923. 
This is nearly an 11 percent increase 
over 1922, and exceeds any 
The figures do not include the 


previous 
year. 
sale of miniature lamps which are used 
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DESIGNED SPECIALLY FOR THE HOME 
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This Method of Creating Sales Was Conceived by the Union Electric Co. of St. Louis. 
Wherever the Truck Went Great Crowds Gathered to See the Clever Demonstration 
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in large numbers for automobiles, flash- 
lights, etc. The sales of carbon lamps 
are excluded, since they have 
shrunk to an insignificant number. 

Since the advent of the Mazda C 
lamp, with its larger sizes and greater 
eficiency, the simple numerical measure 
has ceased to show the expansion as 
regards wattage consumed or light sup- 
This is indicated by the follow- 
tabular comparison of the lamps 
1923 with those of 1907, 
the tungsten filament lamps first ap- 
peared on the market. 


also 


plied. 
ing 


sold in when 


The healthy growth of the miniature 
lamp business during the year is indi- 
cated by the increase in sales to about 
110,000,000 as compared with 85,000.- 
000 for 1922; that is, about 30 percent. 
Of the lamps sold in 1923, about 20 
percent flashlight 
121% percent for Christmas tree decora- 
tion and 65 percent for automobile ser- 
vice, the remaining 214 percent being 
of miscellaneous types. 

While the 


lighting in 


were for service. 


need for more and better 
homes has been obvious to 
illuminating engineers, the magnitude 
of the problem and the demand for in- 
dividuality it dificult to ad- 
the During the 
unusual progress was made in improv- 
ing the lighting of kitchens, 


tion with certain enclosing 


has made 
vance practice. vear 
in conne:- 
luminaries. 
[he results proved so sucessful that 


campaigns are  beinz undertaken 
throughout the country which will 


serve to teach the possibilities of licht- 
ing in other parts of the home where 
-tandardization is not practicable. 


KEEP COOL! BUY THE 
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Store lighting activities in Chicago 
last year are significant. Lighting units 
selected with reference to engineering 
characteristics were 
moted by the lighting company through 
commercial channels, and as a result the 
Chicago stores spent $800,000 (or 45 
nt) 
any preceding year. The previous survey 
had classified 70 percent of the ( ‘hicago 
stores as poorly lighted, although pre. 
lighted as those in 


aggressively pro. 


perce more for electricity than jp 


sumably as well 


other cities. 


Industrial Lighting 
“Twenty five percent of shop acci- 
dents are produced by improper illuni- 
nation, ~ says Dr. Frank Allport of the 
American Society of Safety Engineers, 
You 


significance 


discussing industrial eye injuries. 
should appreciate the sale 
of this statement, as an 
Make a little survey 
cannot do some profitable business by 


electragist. 
and see if vou 


installing correct lighting in the indus- 
trial plants of your town which now are 
improperly lighted. Mr. Allport is an 
authority on this subject and you may 
he sure that his claims are backed by 
figures. The following statements by 
him are illuminating and give vou sale 
points to use in talking to prospects: 
The proper illumination of shops is 
of very impor- 
of accidents. 


unquestionably 
tance in the 

and is a subject that is constantly as 
suming larger proportions in the minds 


great 
prevention 


of shop owners, architects and illumi- 
nating engineers. 

Insufficient illumination can undoubt- 
edly produce diseased ocular conditions. 
but so also may excessive and im- 
properly directed illumination. Not 
only should illumination be ample. as 
provided by enormous window spaces 
and by the best kind of artificial light- 
ing, but it should be properly directed 
so that each bench, wheel, vat. machine, 
etc., is individually well lighted and 
shaded so that the men can see dis 
tinctly and work without ocular effort. 
automatically. — [lumina- 
should be evenly diffused and 
should not fall directly into the eyes. 
It should come from above, behind and 
from the left. It should throw 
shadows on the work. 

Improper illumination produces mis 
takes in work, wastage of material and 
a greater liability to accidents. The 
smallest number of accidents occurs if 
July and August because these months 
furnish more daylight than any other 
months in the year. 


and almost 


tion 


not 
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Can you truthfully say that the arch- 
itect of your city is your friend? Or 
do you feel that he ignores your inter- 
ests, fails to understand your problems 
and draws plans or writes specifica- 
tions that make it difficult for you to 
safely estimate the job and do the work 
as he lays it out? 

But do you really know the archi- 
tect or does he know you? Have you 
ever been to see him excepting when 
you are after a job? Have you ever 
helped him to understand how you 
would like the electrical work indi- 
cated on plans? 

The architect has to indicate the work 
of all the building trades in his plans. 
He has to know something about all of 
them—but you cannot expect him to 
know all about your special branch. 

The architect is just like the rest of 
us—a little bit touchy when someone 
condemns us, particularly behind our 
backs, but glad to-see our friends and 
talk over the things that are mutually 
helpful, when we have really gotten ac- 
quainted with each other. 

The best way to get acquainted with 
your architect and to find the door of 
his office always open to you is to take 
him something of practical, construct- 
ive value to him. Let him see that you 


“Your Friend the Architect” 


feel that your interests are mutual and 
vou will find a readiness on his part to 
cooperate with you. 

An opportunity presents itself now to 
go to your architect with just such a 
helpful offer. The new “Standard 
Symbols for Wiring Plans,” after near- 
ly two years of work by the Association 
of Electragists, International, the Am- 
erican Institute of Architects, and the 
American Institute of Electrical Engi- 
neers, were approved in March by the 
American Engineering Standards Com- 
mittee. 

The Association of Electragists, be- 
sides sending copies of the symbols to 
all of its members for their Electragists’ 
Data Books, has printed the Standard 
Symbols on heavy cardboard 8 1/4 x 
13 1/4 in size, punched to hang over 
the architect’s drafting table. These 
cards may be obtained from the Asso- 
ciation of Electragists at 10c each. 
twelve for $1. They provide a place at 
the bottom for your name with your 
compliments. 

Get a supply of the “Standard Sym- 
bols for Wiring Plans” on these special 
cards and go and see your friends the 
architects. You will find their doors 
wide open to you and the better ac- 
quaintanceship a valuable asset. 
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Ceiling Outlet 
Ceiling Outlet (Gas and Electric ) 
Ceiling Lamp Receptacle 


Specification to Describe Type Such as Key, Keyless or Pull Chaia 
Ceiling Outlet for Extensions 
Ceiling Fan Outlet 
Pull Switch 
Drop Cord 
Wall Bracket 
Wall Bracket (Gas and Electric) 
Wall Outlet for Extensions 
Wall Fan Outlet 


Wall Lamp Receptacle 


Specification to Describe Type Such as Key, Keyless or Pull Chain 
Single Convenience Outlet 
Double Convenience Outlet 
Junction Box 


Special Purpose Outlet 


Lighting, Heating and Power as Described in Specification 


Special Purpose Outlet 


Lighting, Heating and Power as Described in Specification 


Special Purpose Outlet 


Lighting, Heatiog and Power as Described in Specification 
Exit Light 
Floor Outlet 
Floor Elbow 
Floor Tee 
Local Switch—Single Pole 
Local Switch—Double Pole 
Local Switch—3 Way 
Local Switch—4 Way 
Automatic Door Switch 
Key Push Button Switch 
Electrolier Switch 
Push Button Switch and Pilot 
Remote Control Push Button Switch 
Tank Switch 
Motor 
Motor Controller 
Lighting Panel 
Power Panel 
Heating Panel 
Pull Box 
Cable Supporting Box 
Meter 
Transformer 
Branch Circuit, Run Concealed Under Floer Above 
Branch Circuit, Run Exposed 
Branch Circuit, Run Concealed Under Floor 


u ‘This Character Marked on Tap Circuits Indicates 
2 Number 14 Conductors in '/.” Conduit 


iu This Character Marked on Tap Circuits Indicates 
3 Number 14 Conductors in '/.” Conduit 


uw This Character Marked on Tap Circuits Indicates 
4 Number 14 Conductors in 34” Conduit Unless 
Marked '/2” 

tum This Character Marked on Tap Circuits Indicates 
5 Number 14 Conductors in 34” Conduit 

uw This Character Marked on Tap Circuits Indicates 
6 Number 14 Conductors in 1” Conduit Unless 
Marked 34” 

tut This Character Marked on Tap Circuits Indicates 
7 Number 14 Conductors in 1” Conduit 


uit tit!’ This Character Marked on Tap Circuits Indicates 
8 Number 14 Conductors in 1” Conduit 


NOTE—If larger conductors than number 14 are used, use the same symbols and mark the 


conductor and conduit size on the run. 


woes Feeder Run Concealed Under Floor Above 
eee Feeder Run Exposed 


eae ae Feeder Run Concealed Under Floor 





O-© Pole Line 
fe] Push Button 
CY Buzzer 


im Bell 
t<> Annunciator 


Ki Interior Telephone 
{Public Telephone 

(®) Clock (Secondary) 

©) _ Clock (Master) 

© Time Stamp 

[8] Electric Door Opener 
(F) Local Fire Alarm Gong 
[X) City Fire Alarm Station 
Local Fire Alarm Station 
Fire Alarm Central Station 
Speaking Tube 

Nurse’s Signal Plug 
Maid’s Plug 
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Horn Outlet 


District Messenger Call 
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Watchman Station 

Watchman Central Station Detector 
Public Telephone—P B X Switchboard 
Interconnection Telephone Central Switchboard 
Interconnection Cabinet 


Telephone Cabinet 


li (@ewpecazgeatsa 


Telegraph Cabinet 


[X} Special Outlet for Signal System 


As Described in Specification 


Hija}: Battery 


——-— Signal Wires in Conduit 
Concealed Under Floor 


—--— Signal Wires in Conduit 
Concealed Under Floor Above 
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Ontario, Canada: Harry G. Hicks, j._ A. my Maryland: A. C. Brueckmann, C. Phili itt, 
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; 2} ~“ eeeiomaes Carnoy Chess 523 Ohio St. lst Thursdays Asso. Bldg. Cont. 
RY gicidsigih eRe ee L. F. Meyers 120 E. Market St. Wednesday Evening | _ .-.--------------- 
IOWA 
CNS 6B IR OOOO Lapis F. Cory «fj wee newns coe nenn-=- Monday 6 p. m. Chamber Com. 
I a a ea A. Artz | 211 Fifth St. Monday 6 p. m. Members’ Offices 
NN ace H. *! Hileman oie SeeeelCiCcteeetecccems«=—Cl—(i‘i‘ia©|]”lClC( (lO 
KANSAS 
ROR ee ee ee Mondays Members’ Offices 
Serene ee Geo. H. Shank | 146 S. Santa Fe Ave. ist Thursday «sf wwe cccccncncence 
SD cinadiduxdiehikesdeminctesbioans H. S. Lee 816 a. Ave. Monday Noon Elks’ Club 
oc EE A L. A. Harris | 446 North Main Every Tuesday 7:30 United Elec. Co. 
—_ KENTUCKY pal 
REEL LT: SEED Chas. Daubert 921 S. Third St. Tuesdays B. of T. Building 
TENE .naramemmepennneanmnenninnins W. R. Kitterjohn [| _ ---------------- Last Thursday {|  ---------------- 
LOUISIANA ; 
rr S. J. Stewart 531 St. Joseph St 2 p. m. Monday 612 Gravier St. 
I as R. L. Norton 620 Marshall St. Wednesdays Builders’ Exchange 
MAINE 
i IC Lyman P. Cook 12 Free Street On Call Graymore Hotel 
. MARYLAND 
NN ings George Robertson Park Bank Bldg. 2d and 4th Thursdays Southern Hotel 
MASSACHUSETTS 
a 3 Ep SE Sere es ee, lst Monday Fay Club 
ES | RIERA NES H. Porter 24 West St. 2nd Monday El. Light Station 
Malden (Everett & Medford)......-- Harry J. Walton, Malden Elec. Co. Monthly Malden Elec. Co. 
NTI. icnsnasiccdsanindemmumanmarctonianie C. L. Howe 897 Washington St. 2d Monday ea. month Various | Places 
NN ie uincc ae cdacuismbhoene Wm. J. Cullen West St. Monthly Members’ Offices 
| GA A. R. Tulloch 3 Got eee 2 CLlltkkttee Chamber of Comm. 
a INR LIA J. W. Coghlin 259 Main St. 2d Thursday 44 Front Street 
MICHIGAN 
NE ssiicgee er el ee te css H. Shaw 613 Lincoln Building Last Thursday G. A. R. Hall 
eee J. Markle 7 Ct i ee eaters 
2 ie Henry Romyn 40 Ionia Av., N Tuesday Noon Association of Com. 
alamazoo i a i a dn aman Randall Exchange Place cecenanaiicaettadadiaiens Chamber Commerce 





E. T. Eastman 








209 Brewer Arc. 
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STATE AND CITY: 


LOCAL SECRETARY 


| STREET ADDRESS 


TIME OF MEETING 


PLACE OF MEETING ~ 





MINNESOTA 7 
me egies iatinieaeiieiioice ttisicilteteiciatita D. Ehlert 210 W. Ist St. oe hh, nnn ee 
| om oni etiniateeendnnimnunietin i L Gray py £., shies St. 2d & 4th Monday Builders’ Exchange 
; ihite WeeRLS HeceH . Hoset : 2d & 4 F 
aiasoURi~ | | elby Avenue & 4th Tuesday Elk’s Club 
— SD. Scuusimtiaiaienathinnents A. S. Morgan 4 E. 43d Street. 2d and 4th Tues. University Club 
: uis waa "7 renee | . Bowman | 644 Century Building Ist Wednesday American Hotel 
ae sini etiiatanaassdedanaitinialiatedinipastnas ‘ 6 Kiaghom 12 3. 13th Styost Ist & 3rd Monday C. of C. Building 

slain cnininaiaatibaasiaaaeiith anatase . Brown . 

NEW HAMPSHIRE | arvey St 2d and 4th Thursdays Builders’ Exchange 
oe EW JERSEY slienabseucstetabibati F. C. Hatch | Kittery 2d & 4th Wednesdays | snlsianinisintain tans 
NG OD acescasanancesseetsecne F. P. Wright 16 Ohio Ave. Ist Thursday Malatesta Hotel 
| lS een Wm. Doellner So =i iC*iéié«éeuiaeininiadinteetnetenis | P uilding 
DE SE  cinnimncmienatintnienvenn Chas. Maggs 462 Bath Ave. Ist & 3rd Mondays Commercial Hotel 
Newark eneasenevamtiéaaaenieniein John J. Caftrey 435 Orange St. Ist Monday 283 Plane St. 
Paterson koe H. M. Desaix | 88 Ellison St. Last Friday P. S. Building 
ALIN AE LIAO E. A. Stephens 71 Trinity Place 3rd Thursday Pekin Restaurant 
Binghamton --_- A, "Re eee ease es tine |. ga 
Brooklyn --.-.-.. H. F. Walcott Pacific St. and 3d Ave. Ist & 3rd Wednesdays | Johnston Building 

Electric Club - A. Stone 5 a Rr er peels | eipiiallataittaa desta 
te a H. H. Howell 54 Niagara St. | weeneeesenessesns | cccccssesaccesece 
Cooperstown -..-.-.- B. B. St. John Oneonta 3rd Tuesday Vanon 
I a A. H. Hyle Binghamton Tuesdays Chamber Commerce 
SI GUEEN cicuccucsiniuntsieinmninndibeatichie F. Coombs ae )h6€Ul(C kdl ee ££  seeeeoeeeor 
IED Henry Lund 309 Main Street 3rd Monday Black Bear Rest 
Nassau-Suffolk .................----- Edwin M. Seaman Mineola ——m_ameswmess §o[ i$ snenipeuusuibnne 
BOW BrIGRIOR qn 2. nccccesccneseeee =. L. Taylor Tottenville cosesgusetnegene j§ |  #### _sentiniuawigeenee 
fh eS “aera J. W. Hooley 45 Barclay Street lst Thursday Building Trades 

Independent cusesesesesenencocnce Albert A. A. Tuna 127 East 34th St. 2nd and 4th Wednesdays 226 W. S8th St. 

TT) Ge: 2 slunsnasiansnainaimeuuia J SE eae ee ciieaiaiisactaiiahdalabieciaiea ub meaewenatiien 
Oneonta SEAS Ie B. B. St. John RE ES 3rd Thursday Rianabiaedeb sand 
Rochester - NMnmenante Theo. Benz 278 State St. Monthly isdasanipieaiamiaiaiiiani 
Saratoga Springs — seeeeunnnie W. F. Camp So. Glen Falls 2d and 4th Thursdays Saratoga and Glens Falls 
SRNOMEGINEY .ncccccensacscecassunewnen Mr. Spengler McClellan St. Subject to Call | eibiteelingeiebeanesine 
Syracuse bdebinbioenpnnainnibiceents H. N. Smith P. O. Box 809 ; pei < 2 cperieaeeeiael. 
Tottenville enbiaeniniuaenini W. Taylor Tottenville, S. I. | Ist and 3rd Thursdays St. George, S. I. 
Troy . 2----------- H. W. Boudey First Street lst Tuesday as ce 
Sc oncmminenedieamitetiien Ww, C. Bald 228 Genesee steset Ist Tuesday Elks’ Club 

nkers eececece Mr. 7 

NORTH CAROLINA” r ayer Manor House Sq et @& § nithicmnnaaciaiaearianis 
Charlottee " ecnecces F. E. Robinson 205 N. Tryon St. Tuesdays Members’ Offices 
RIDE yo cca co cn nnmesdneconsmensnnaunen Harvey Uhl 211 Water Street Alternate Thursdays | 2nd Nat. Bank Bldg. 
WOMEMC oc cn ence cece ceccccccccesces J. Blumberg Bellaire Call of Secretary ellaire 
CRMEOE  cnvccccccccecccccecccecccencess H. S. Hastings Industrial Corporation lst Tuesdays Industrial Com. 
PIII ~ dnicnrnenntpcemédiaemniie W. R. Keefer 939 E. McMillan Tuesday 3 p. m. Chamber of Com. 
Te Frank Monahan 1761 East 12th Street Ist and 3rd Thursdays Hotel Statler 
CRUD: cvsccunsncssonssssacnstmenns A. G. Sims Sims Elec. Co. 2nd Wednesdays | Bldrs. Exchange 
GUD icnsmnnsainintnanesenieanannenn Clarence Carey 1107 Bron Ave. 2d & 4th Mondays Builders’ Exchange 
Masillon - sree s eenenenannnaee F. D. Mussop 309 E. Main St. Weekly | Members’ Offices 
Springfield ....... 1.2222 -ececcceceee SS & a ee reer On Call Various 
Oe ee eee D. C. Hartford cca Ist Wednesday Nat. Exchange Bank 
} werceccccccencnceccecececess +; Kelly . 6 Haren uAte. | Every Wednesday 8 p. m. 16 Huron Building 
: 9 . F. McBride Builders’ Exchange | Monday Noon Y. M. CA. 
ms a... C. W. Cowan Masonic Bldg. Every Monday aces Bldg. 

edford --- ------ > — ce -al. r P Co. 3 ee 

PENNSYLVANIA ark Cal. Ore & Power | rd Monday 
EIR ccccscccnanasnannnecenecescs (See Bethlehem) | — LiLueeelele ele eeesecggpeeeesen 8 =—CoidL tise 
Sar A. W. Hill 500 Main Street Last Thursday At call of President 
ee ae (See Bethlehem) | = ___LLueleueelle Kneennin  - i -  tiapimiabsmiageeniieaiteiiin 
Chester ......-..---2222- 2222-200. e0- Wm. J. MacMillan 12 W. 3d St. 2nd Thursdays Chester Club 
BUNGEE ceccecesenessssnccunsoemananame a =—)—<“‘<‘(  §68 inti ecer etal ———— —=——‘(itsssértststCtC Ce ihe it 
Easton --..-.--.---------------------- (See Bethlehem) sieaiainiiniinnaters Monthly | Leen wwnnenenanene 
a eee Earl Stokes Builders’ Exchange | ~~ .--------------- Builders’ Exchange 
Lancaster ___- A. Deen 434 S. Sheppen 3rd__‘Friday Underwriters Office 
Philadelphia --- M. G. Sellers 1518 Sansom St. 2nd Thursday 1716 Arch St. 
(SS ae Fred Rebels 4th Avenue Ist Thursday 4th Avenue 
ranton --...--- | A. J. Fowler Board of Trade Bldg. Tuesdays | Zenke’s 

St. Marys ---- C. E. Blakeslee Dubois rn = §$ | __ -ppgiissiaiaiiaitaiaie tna 
wunee- Barve Lnnuseinwnbinnmmeainnnins Ambrose Saricks Penn. Pr. & Lt. Co. Tuesday Evenings Penn. Pr. and Lt. Co 


RHODE ISLAND 
len 
SOUTH CAROLINA 
COURIER. § acccncnssnnesenensnenenasse 
TEED nconscnncemenebeunbemmmencane 
Greenville --. “ 
TENNESSEE 
Chattanooga 
Knoxville 
Memphis 
Nashville 


SO 

Te WOOD nnicecunmenenens 
UTAH 

Salt Lake a ee 
VIRGINIA | 


Lynchburg 
Norfolk 





" WASHINGTON 

WISCONSIN 
I a 
Madison --- 


Milwaukee 
Racine -. 


Calgary 
IIIIIIET: - ccdasnduiitihttdnndstiiisadibdigiceatitamimnngning 
FRSA LEE T 
Kitchener 
Montreal 
Ottawa incicieieseaiaactitiniiebiiaieniibsaiaien 
OS eee 
III. *ccesisanineinchingembncebidenmaniaiaieaiibe 
SIND anncmcdaiicedninesaigiiieiites 
Windsor 
Winnipeg nis litainindinnininiedauiateds 
SE ED ictctnceneenense 


Seattle 











A. E. Harris 
Herbert C. Hill 


J. P. Connolly 
E. L. Cashion 
E. C. DeBruhl 


Carl Schnider 

H. M. Moses 

J. J. Brennan 
J. Shannon 


Miss B. E. Burkhart 
R. S. Murray 


E. H. Eardley 


Irby Hudson 
K. D. Briggs 
W. A. Cutlett 


Rush McCarger 


John B. Tingley 
Otto Harloff 
Walter F. Baumann 


H. Patrick 
E. W. Beard 
W. E. Lemon 
K. J. Donoghue 
O. S. Leyes 
G. C. L. Brassart 
*, C. McDonald 
. J. Desand 
"A. McKay 
| 3 Ip. Hutchinson 
A. H. Cook 
R. N. Elgar 


W. H. Mackenzie 


E. King Street 


| 35 Westminster Street 
Cons. 
Sumter, S. C. 
Ideal Electric 


Kirby Avenue 
Market Street 


412 
615 





8 Ave. and Church 


Deer Building 
1515 No. Campbell 


Box 544 


| Hudson-Morgan Elec. Co. 


Arcade Building 


| Jeieveen and Grace Sts. 


3rd and Madison St. 


| 223 Cherry St. 

} 602 State St. 
156 5th Street 

1545 W. Boulevard 


The Gringer Co. 
clo N. Electric Co. 
clo Doerr El. Co. 
65 McGill College Ave. 
128 Osgoode St. 
Electric Sho 
24 Adelaide St. 
2427 Granville St. 
609 Moy Ave. 
General Elec. Co. 





609 Moy Ave., W. 


Ry. & Light’g Co. 


| Memphis Pow’r & Lt. Co. 








2d & 4th Tuesdays 
lst Thursdays 


Wednesday 
Noons 
Monthly 
lst Thursdays 


On Call 
Ev. Tuesday 


Tuesdays 


Ist Thursdays 
Wednesdays 


Thursdays 


lst Thursday 
Wednesdays 

lst Monday each-Month 
Ist Tuesday 


Bi-weekly 
2d and 4th Monday 


Monday 8:00 p. m. 
Ist and 3rd Wolves 
2nd Tuesday 
Every Tuesday 























Manhattan Cafe 
Railway Light Co. 


Tribune Hotel 


Deer Buiding 
303 Martin Building 


Chamber of Commerce 


Piedmont Club 
Chamber of Commerce 


Elk’s Club 


Nicolet Building 
Asso. of Com. 
456 Broadway 
Racine Building 


Christie Elec. Co. 


Elec. Inspection Office 
amber Commerce 
Board of Trade 

314 Pacific Building 


=~ 


‘ 


Mav. 


no 


by 
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Fraud Warning 
Deposits Requested Against Plans and 
Specifications 

Following our “Please Note” caution 
on page 52 of the March issue of THE 
ELecTr Gist a good Milwaukee mem- 
ber cones through with an honest con- 
fession regarding instances of three 
archite:ts—and he names them—in two 
distant cities who got small sums of 
$15 and $25 out of him as deposits on 
plans and specifications. One has since 
made restitution through the member’s 
attorne\. 

Likewise, a 
company in New York City has been 


socalled construction 
similarly complained of by two mem- 
bers, one in West Virginia and one in 
Maine. 

While not all such cases are swindles. 
it behooves every electragist to be on 
his guard and analyze each request. 

Will not other members step up with 
past experiences that can be cited for 
the common good? Your names will 
not be disclosed except in cases where 
it will be to your interest and then only 
by your permission. 


Looking for Standards 

The chairman of the Standardization 
Committee of the Association of Elec- 
tragists, L. G. Ross of Superior, Wis- 
consin. is seeking information on two 
different. subjects for the use of his 
committee. He recently sent out a 
questionaire to the membership, of 
which the following is a copy of the 
quest'ons: 


On the Standardizing of Knockouts on 
Outlet Boxes 


Should knockouts in back of outlet 
boxes be of the same size as those in 
the sides? 

Should all knockouts in back of box 
be 14 inch regardless of size of knock- 
outs 7 

Should the center knockout in back 
of box always be 4 inch and the others 
the same size as knockouts in the sides? 

If not one of the above combina- 
tions, what do you consider the best or 
most practical. 

On the Elimination of Black Conduit 
and Fittings 
black 


other 


Is there any reason for using 
conduit in preference to white, 
than price? 

Do you carry a stock of both black 
and white? f 

Would you prefer to use one kind 
only? 


THE ELECTRAGIST 


Editors Change Positions 


Transfers in Electrical Press Affect Of- 
ficial Magazinc 


There has been an unusual amount 
of activity among editors of the electri- 
cal press during the past few weeks. 
Farquson Johnson, who has been the 
editor of THE ELEcTRAGIST since 1919, 
has resigned to take effect with this is- 
sue. S. B. Williams, who has edited the 
Electrical Record for the past two years, 
succeeds Mr. Johnson. Stanley A. Den- 
nis, late editor of Electrical Retailing, 
takes the editorial vacated by 
Mr. Williams, and Roland Cole has 


succeeded Mr. Dennis. 


chair 





S. B. 


Williams 


For more than two years Mr. John- 
son was secretary-treasurer of the As- 
sociation of Electragists, in addition to 
serving as ed‘tor of the official maga- 
zine. For several years previous to his 
connection with the electrical press, he 
was engaged in newspaper promotion 
work. and it is his intention to return 
to that field of endeavor. 

Mr. Williams was formerly connected 
with the Electrical World, having be- 
come associated with that publication 
afier graduating from Princeton as an 
electrical engineer about ten years ago. 
He served The World as statistical edi- 
tor, commercial editor, and news edi- 
tor, and was assistant managing editor 
when he resigned. After serving as 
managing editor of The Record for 
time, he Frank E. 
Watts as editor of that publication last 
November. The long and varied ex- 
perience of Mr. Williams with the elec- 
trical press will enable him to ably 


some succeeded 
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serve the Association in the publication 
of its official magazine. 

Up to two years ago Mr. Dennis was 
associate editor of Electrical Merchan- 
dising. He resigned that position to 
become editor of Electrical Retailing in 
Chicago, and his many friends in the 
east now welcome his return to New 
York City. 


For Advertising Purposes 


The Association of Electragists re- 
cently had a design made which com- 
bines the advertising emblem with the 
organization title. This design which 
is reproduced herewith. is for the use 
of members only, and readily identifies 
the user with the Association. 


MEMBER OF 





Llectragist 
Gi, 1s voun 

Neth ey 
Association of Electragists 






Such a design is particularly adapt- 
able for use on letter heads, bill heads 
and other oilice stationery. Electrotypes 
of this design have been made and will 
be supplied to members at fifty cents 
each. Address the headquarters office. 


North Carolina Meeting 


Townsend of Washington De- 
livered Principal Address 


Colonel 


An interesting meeting of the newly 
formed state association of North Caro- 
lina was held at Greensboro on Satur- 
day, April 5. N. L. Walker, state chair- 
man. of Raleigh, presided. 

About seventy-five contractor-dealers, 
with representatives of other electrical 
interests, were in attendance. The North 
Carolina Public Service Company gave 
a barbecue to the members and guests 
during the afternoon, which was very 
enjoyable and afforded an opportunity 
for everybody to get acquainted. 

Col. L. T. Townsend, vice president 
of the National Electrical Supply Com- 
pany of Washington, D. C., was the 
principal speaker. In reviewing con- 
ditions as they exist in the industry, 
Col. Townsend deplored the practice of 
taking work at less than cost. He con- 
tinued: 

“Low prices for material and for 
work have been the ruination of several 
in this city, and many in other cities. 
The oid, worn out saying, so familiar 
to the old timers, runs something like 
this: ‘I will do up this and that con- 
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cern, and soon I will be alone in the 
field to reap the benefit of my shrewd- 
ness.’ This makes the old timer smile, 
for he knows that he has helped bury 
more than one. The method adopted 
by the new comer to him seems new. 
It is—as he reasons with himself—T 
am new on the ground, and to get busi- 
ness and a little reputation, I will cut 
the prices: do the job at cost.’ 

“What does the old timer do when he 
sees trade drifting away? He cuts also 
—only a little more. The student has 
his war clothes on and he proposes to 
show that he is no chump and he goes 
one better. Down the ladder you go 
and the fight goes merrily on. What is 
gained? Nothing 
and probably can never be brought 
back. What is the next step? Some 
one gets tired, is running behind with 
his credit, and a bold stab is made. Call 
on the stockholders, fire the worn out 
partner, or shut up shop. And the band 
still plays on. 

“T take it that this organization has 
for its principal object the cultivation 
of a mutual relationship. and at the 
same time the providing of a means of 
contact with each other. If this be 
your purpose, then I see not only op- 
portunity for great accomplishment to 
all parties at interest, but a powerful 
medium for moulding trade conditions 
in this state and stabilizing the industry 
as a whole. 

“Your first duty is to establish con- 


the prices are down 


fidence in each other: your second, to 
transform this confidence into action. 
This can be done by freely discussing 
trade problems through the medium of 
this and similar meetings, arriving at 
conclusions and determining means of 
making them effective. The spirit of 
cooperation will be your guide to suc- 
cess, 

“The today 
should be trained as a service repre- 


jobbing salesman of 
sentative to aid the contractor-dealer in 
selling methods, and to encourage en- 
gineers, mill superintendents and con- 
sumers to purchase supplies through 
the channels of electrical distribution 
in their local cities; but how many of 
the salesmen of today carry out this 
method. 

N. E. Cannady, electrical inspector 
for the state of North Carolina, made 
an interesting talk on the subject of in- 
spection, and others talked on technical 
subjects of interest to contractor-deal- 
ers. 


At the executive session it was moved 
and carried, after discussion, that in 
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order to give every licensed contractor 
and dealer in the state an opportunity 
to come into the State Association, for 
the present there would be a separate 
organization, with recommendation that 
each member also join the Internation- 
al. Fourteen of those present joined 
the Association. The name selected was 
“Licensed Electrical Contractor-Dealers 
of North Carolina.” 

The next meeting is to be held in 
Raleigh, N. C.. on Tuesday, July 2. 


Toronto Service League 
The Electric Service League of To- 


ronto, Canada, now has seventy con- 


tractor-dealer members. This very fa- 
vorable showing puts the seal of ap- 
proval on the effectiveness of League 
work. If the plans of the League were 
not practical and well directed, no such 
large and_ responsible membership 
would have been obtained. The con- 
tractor-dealers of Toronto are more 
closely in touch with the actual effects 
of League work, and can see more 
clearly what is being done, it is said, 
than any other group. The membership 
campaign was conducted in the slackest 
period of the year—February and early 
March—and at a time when license 
fees and many other special payments 
had to be made. No personal canvass 
was made, and no other direct pressure 
was exerted on prospects. The League 
relied on invitations only. The many 
complimentary references by contract- 
ors, regarding League plans, indicate 
how these stand the test. 

Since the list of members for the first 
half of the year closed on March 15, a 
thousand cards naming them as “Red 
Seal” contractors have been sent out. 
Builders and architects received them, 
as well as manufacturers and others in- 
terested in the League. 

Letter size sheets bearing the clist of 
“Red Seal” contractors are being sent 
out in all League letters to construction 
interests, keeping the names of con- 
tractor members constantly in view. 

Some contractors have reported direct 
results from this special advertising. 
Many non members have stated their in- 
tention of joining. New cards with a 
revised list will be out in July, and a 
second edition of the booklet “What 
Every House Should Contain Electric- 
ally” will be printed with a revised 
list. The League should have one hun- 
dred contractor members on the new 
list. 
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The Toronto Hydro Electric System 
is giving valuable help to the League 
by advertising the Red Seal in its news. 
paper space. The advertising directs 
the attention of builders and architects 
to the Red Seal, advising the public to 
look for it when buying houses. Com- 
ing with the authority of the Hydro 
Electric System, this endorsement of 
the League’s Red Seal is having a pow. 
erful effect on builders. Some builders 
are demanding of their wiremen that 
they be “Red Seal” contractors. 

The League is obtaining data regard- 
ing the actual increase of value in Red 
Seal wiring installations. This specific 
information, based on Red Seal houses, 
has been asked for by electrical trade 
papers on account of the wide interest 
taken in the Red Seal. 

An essential part of the old home 
rewiring campaign was the furnishing 
of a list of contractor members of the 
League. This list could not be com- 
pleted until the middle of March. and 
therefore delay was inevitable. This 
campaign is being put on a month by 
month basis. Two methods are. being 
used. One is to get the names of good 
prospects by checking over the news- 
paper advertisements of houses for sale. 
The other is to take older streets en 
bloc. The developing of business in 
this direction will involve the codpera- 
tion of the contractor-dealer, and as it 
is profitable business, where the ele- 
ment of cut price does not enter in very 
largely, the contractor-dealers should 
eet behind it strongly. 


Local Code Work 


The Chairman of the Code Commit- 
tee of the Association of Electragists is 
A. Penn Denton of Kansas City. Mr. 
Denton is a member of the electrical 
committee of the National Fire Pro- 
tection Association, the body that com- 
piles the National Electrical Code. 

Some time ago Mr. Denton issued a 
bulletin and a questionaire to the A. 
E. I. membership in an endeavor to es 
tablish local Code Committees through- 
out the United States and Canada. The 
total number of replies which he re- 
ceived was 345. These came from 221 
cities in the United States and 11 cities 
in Canada. 

Mr. Denton reports that 144 cities 
have conduit ordinances. He now has 
28 local committees organized to work 
on the Code, with others organizing, 
and he urges members to lose no time 
in reporting to him on Code matters. 
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Lighting Men to Meet 

Atlantic City is the place chosen for 
the mid ssmmer convention of the Na- 
tional Council of Lighting Fixture Man- 
ufacturers and the time is June 25, 26 
and 27. \ large attendance was prom- 
ised at the winter meeting in Chicago 
at which time the details of this gath- 
ering were worked out. 

Many important quest ons of vital in- 
terest to cach member of the Council. 
as well a= to all the other manufactur- 
ers of lighting equipment, will come 
before the meeting for consideration. 
jt is thought that one day can very 
profitably be given over to the subject 
“The Development of New Markets and 
New Products.” 

Another subject will be the “Pro- 
tection of Designs”. It is expected 
that speakers who have had experience 
in conducting patent pools and a knowl- 
edge of trade association joint patent 
protection will be selected for this ses- 
sion. Although it is not definitely 
decided, it is believed that the final day 
of the convention will be given over 
mostly to the annual business of the 
association and the election of officers. 

Entertainment plans are receiving 
careful consideration by the committee 
in charge. Herman Plaut, president, 
has advised that he will give as a prize 
a golf bag fitted with a set of golf 
clubs, to be presented to the winner of 
the golf tournament for all comers, or 
in other words, the industry at large. 
The Biddle Cup is again to be played 
for, competition being limited to the 
membership. A banquet and dinner 
dance are being planned for the final 
evening. 


Rocky Mountain Doings 

The Rocky Mountain Electrical Co- 
operative League announces the ap- 
pointment of C. L. Collins as field sec- 
retary. He will have charge of the 
headquarters office and in addition to 
specialized work will carry on various 
phases of the League work under the 
direction of the board of trustees 

Mr. Collins, who was formerly office 
manager and editor of the Motor Mer- 
cantile Company of Salt Lake City, in 
his new position expects to devote con- 
‘iderable time and attention to assist- 
ing contractor-dealers in establishing 
Proper bookkeeping methods and oth- 
erwise helping them in their businesses. 

This league, which has it headquar- 
lers in Salt Lake City, has a number 
of successful accomplishments to its 
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credit since organizing about two years 
ago. At present plans are being made 
for an attractive electric home. E. H. 
Eardley, who was formerly an execu- 
tive committeeman of the Association 
of Electragists, is chairman in charge 
of the home management. G. R. Ran- 
dall will have charge of the Electric 
League’s portion of the mechanical and 
electrical work, as well as the super- 
vising and directing of the installations 
connected with the exhibits. E. A. 
Evans will have under his supervision 
the exhibits which are separate and 
apart from the home, and L. B. Johnson 
will direct the publicity. 





Passing of Walter Neumuller 


The electrical industry in and around 
New York City received a shock when 
it learned of the sudden death of Wal- 
ter Neumuller on the morning of April 
9. 

Mr. Neumuller had been ill with 
pneumonia but a few days. He lived 
in Port Chester, New York, and is sur- 
vived by his wife and two sons. He 
was thirty-eight years of age. 

Walter Neumuller went to work as 
an office boy for the New York Edison 
Company at the age of fourteen years. 
He advanced until he became secretary 
of that company, which office he held 
at the time of his death. He was a 
member of the board of governors of 
the Electrical Board of Trade: treas- 
urer of the National Electric Light As- 
sociation; and first past president of 
the New York Electrical League. 

Mr. Neumuller was very active in or- 
ganization work and his loss will be 
deeply felt by these interests. He was 
beloved by his business associates and 
by all with whom he came in contact. 
His many friends will sincerely mourn 
his untimely passing. 


Weekly Luncheons 

The St. Louis Electrical Board of 
Trade holds weekly luncheons at which 
addresses are made by prominent 
speakers on subjects of interest to all 
electrical people. According to Sec- 
retary John A. Laird the meetings are 
well attended. 

Recently Dempster O. Murphy, di- 
rector of advertising and publicity of 
the Middle West Utilities Company of 
Chicago, spoke on “Public Utility Ad- 
vertising”. The week before E. S. Lee, 
engineer, General Electric Company 
Research Laboratories, discussed “Some 
of the Big Problems of Electrical 
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Manufacturers”, and previous to that 
M. H. Aylesworth of the N. E. L. A., 
brought a message entitled, “Electrify- 
ing America”. 


Reduces Rates 
The Philadelphia Electric Company 


announces a substantial reduction in 
rates to its customers becoming effect- 
ive as of May 1. This reduction is the 
third in three successive years and es- 
tablishes a record in this country for a 
voluntary sharing by a public utility 
company of its prosperity with the com- 
munity it serves. 

Practically all types of service will 
be benefitted by the present reduction. 
Residential customers will find a sub- 
stantial rate decrease in the use of elec- 
tricity for cooking, labor saving and 
heating devices, the rate dropping from 
five to three cents per kilowatt hour for 
all electricity used in excess of one hun- 
dred and eighty kilowatt hours during a 
three months’ period. 

Walter H. Johnson, senior vice presi- 
dent, says that customers under the new 
rates will save this year over three 
and a half million dollars, and that as 
a result of the three successive yearly 
reductions the eommunity will have 
saved at the end of 1924 more than 
seven million dollars. 

The maximum load demand on the 
system last year was three hundred 
thousand kilowatt, and sixty-four thous- 
and new customers were added. In or- 
der to meet even a greater load de- 
mand, and to care for many thousand 
additional customers, this year the com- 
pany plans a construction budget great- 
er by one third than for 1923. It is 
asserted that three hundred thousand 
dollars is being spent this year to im- 
prove the lighting on main thorough- 
fares in the territory the company 
serves. 


N. F. P. A. to Meet 


As announced in the last number. 
the annual meeting of the National 
Fire Protection Association is set for 
the 13th, 14th and 15th of this month 
at Atlantic City. This is the twenty- 
eighth annual convention and is to be 
held in the Hotel Chalfonte-Haddon 
Hall. Plans are under way for special 
train service from principal points 
with reduced fares on round trip tickets. 
The headquarters office announces that 
the official program will be mailed to 
all members ten days in advance of the 
meeting. 





Monthly Luncheons 
On March 27 the Rhode Island 


Electrical League held the first of a 
series of monthly noonday luncheons to 
be carried out at Woonsocket, R. 1. On 
April 8 the first luncheon was held at 
Pawtucket, R. I. 

These luncheons are being held for 
the purpose of bringing the League 
closer to the members. At these lunch- 
eons the secretary, Harry E. Dawson, 
tells of the work the organization is 
now doing and explains the plans for 
the future. Suggestions in regard to 
what should be done are also encour. 
aged. 

It is planned to continue these lunch- 
eons each month in both Woonsock- 
et and Pawtucket and perhaps extend 
the idea to other places in Rhode Island. 
Already very 
secured from this scheme of getting 
together once a month and _ talking 
Perhaps a similar plan 
will work out as profitably for your 
community. Why not try it? 

A rapid increase in membership is 
being made by the Rhode Island body 
and every effort is being put forth to 
increase the interest of the new mem- 
bers. 


good results have been 


things over. 


There has been an increase of 
nineteen members since 
meeting February 29. 


the annual 
This is an in- 
crease of twenty-five percent and new 
members are being secured all the time. 


Annual Credit Convention 


The twenty-sixth annual convention 
of the National Electrical Credit Asso 
ciation is to be held May 22 and 23 at 
Chicago in the Congress Hotel. An in. 
teresting program has been planned 
and delegates are expected to attend 
from all parts of the country. 


Philadelphia Conference 

\t the monthly meeting of the Elec- 
trical Conference. of Philadelphia held 
on March 20 at the Lu Lu Temple, 
Robert L. Nesbitt, assistant chief of the 
city electrical department, gave an in- 
teresting talk on the changes which 
have been brought about in the 1923 
National Electrical Code. He illus- 
trated his remarks with slides showing 
some of the more important changes 
such as grounding identified neutral 
fuses. etc. The subject was thoroughly 
discussed. 


Other speakers were: W. C. L. Eelin. 


vice president and chief engineer of 


the Philadelphia Electric Company; 
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Frank E. Maize, chief of the electrical 
bureau, Department of Public Safety 
for the city, who presided: and Vice 
Chairman called the 
meeting to order. Secretary Richard 
H. Silbert estimated that a thousand 
were in attendance. 


Eckstein, who 





Helping Local Work 
As further evidence of the splendid 


cooperation of the jobbing interests 


with contractor-dealers, Charles Krech, 
an electragist of Milwaukee, Wisconsin, 
has forwarded to us a letter sent out 
by the Boggis-Johnson Electric Com- 
pany of that city. 

On the top of the letter is a short 
piece of rope and a single strand of the 
same attached with a small square of 
adhesive tape. The contractor-dealer is 
asked if he ever tried to break a rope 

vet it is easy to break a single strand. 
Thus is proven that in union there is 
strength. 

After explaining that the Electrical 
Contractor-Dealers Association of Mil- 
waukee has installed a bureau of credit 
information for members, the letter 
proceeds: “Some eighty electrical con- 
tructor-dealers are now united in the 
association. If not already a member, 
you should join and secure for your- 
seif ihe benefits of membership.” 

Mr. Krech says that the activities of 
the local jobbers are accomplishing 
«ood results and are greatly appreciated 
by the local contractor-dealer group. 





With Its Background of Flower Designs This Booth of the Public Service Electric Co. 
of Colorado at a Recent Exposition in Denver Set Off the Sanitary Qualities of Elec- 
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Illustrated Talk 


Members of the Denver electrical jn. 
dustry were afforded an exceptional op. 
portunity recently to learn of the new. 
est developments in motor control. auto. 
matic stopping and starting, and other 
phases of industrial control in an illus. 
trated talk by W. C. Yates, manager of 
industrial control sales of the General 
Electric Company, with headquarters at 
Schenectady, N. Y. 

The meeting was held under the aus. 
pices of the Electrical Codperative 
League of Denver April 3 and the larg. 
est attendance was recorded of any 
western addressed by Mr. 
Yates on his trip. His tour was made 
to acquaint officials of the General 
Electric Company in the various divi- 
sional offices of the latest developments 
by the G. E. organization in motor con- 
trol equipment. 


meeting 


The Toast Campaign 

The American Institute of Baking, in 
its official journal, announces the pro- 
gress of the toast campaign, in which 
the electrical industry has cooperated 
through the advertising of 
toasters, as follows: 

Over three thousand columns of 
newspaper space have been devoted to 
favorable editorials, re- 


electric 


news items, 


cipes, and special copy on the National 
Toast Campaign in the months of De- 
cember to March. 

Practically every issue of food and 


trical Appliances to Good Advantage 
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trade journal magazines carry some 
story o: editorial. Magazines of es- 
pecial interest to women and domestic 
science ~tudents are accepting articles 
by national authorities on wheat foods. 
The offi ial publications of many na- 
associations are advising their 
members to codperate. Talks on toast, 
bread, baking, and consumption of 
wheat have been broadcast from coast 


tional 


to coast. 

A program consisting of a ser‘es of 
talks for the use of radio on a national 
scale has been worked out. These will 
be distributed to selected speakers, for 
ai the important stations, in codpera- 
tion with the electrical industry. 


Denver Party 

One of the largest family gather- 
‘ngs ever arranged for members of the 
electrica! industry at Denver was staged 
under the auspices of the Electrical 
Cooperative League of that city on 
Friday, April 4. 

The program, which was made possi- 
ble by the generosity of several of the 
League member companies, was given 
over to singing, dancing, and demon- 
strations and motion pictures of an ed- 
ucational as well as entertaining nature. 
The headliner was the “Mountain 
States Telephone Follies” under the 
direction of the Mountain States Tele- 
phone & Telegraph Company. The 
films, “Show "Em How” and the “Wiz- 
ardry of Wireless” were provided by 
the Westinghouse Lamp Company and 
the General Electric Company. The 
other League member company par- 
ticipating in the program was the Pub- 
lic Service Company of Colorado. 

No little credit was given Dean 
Clark, commercial manager of the tel- 
ephone company at Denver. and League 
treasurer and members of the League 
entertainment committee, headed by J. 
C. Davidson, on account of the success 
of the gathering. 

The closing of the program was 
marked by the presentation of corsage 
bouquets to the seventeen girls partici- 
pating in the program. 
tion talk was made by John J. Cooper. 
former chairman of the Leazue. 


The presenta- 


Electrical Apartments 
The new. Westbrook Apartments in 
Buffalo, which will be ready for occu- 
pancy about July first, will be one of 
the most completely electrically equip- 
ped apartment buildings in the United 
States. 


In each living room there will 
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be five and in every other room from 


three to four base plugs. Of particu- 
lar interest is the full electrical kitchen 
equipment consisting of individual 
Frigidairs and full automatic, all white 
enameled Westinghouse electric ranges. 
Ninety-three of these kitchen installa- 
tions are being made, one in each of 
the apartments in the building. 

The new apartments, which are lo- 
cated on the corner of Delaware Avenue 
and North Street, are ten stories high 
and contain 93 apartments of from 
three to eight rooms each. The cost 
of the building runs over a million and 
a half dollars. No effort has been 
spared in providing every conven'ence 
and comfort. There will be a restau- 
rant, which will also be open to the 
public, a florist’s shop, a ladies’ hair 
dressing parlor and a barber shop. A 
private dining room will be provided 
for special banquets and dinners. Heat 
light, telephone, and maid service will 
be furnished all tenants. 


Convention Dates 
A catalog of convention dates sup- 
plied by the Society for Electrical De- 
velopment for the months of May and 
June is as follows: 


May 


2—Vacuum Cleaner Mfrs. Assn.. New 
York City. 
5—New England Division, N. E. L. A. 


Merchandising Bureau, Boston, Mass. 

5-5—Wyoming Utility Association, Chey- 
enne, Wyoming. (Annual Convention) also 
Joint Quarterly Session—Rocky Mt. Div. 
N. E. L. A. & Committee of Public Utility 
Information. 

6-6—Indiana Gas Association, West Baden 
Springs Hotel, West Baden, Ind. 

8-9—Nebraska Section—N. E. L. A., Omaha, 
Nebraska. (Annual Convention). 

12-13—Florida Engineering 
lando, Florida. 

13-15—National Fire Protection Associa- 
tion, Chalfonte-Haddon Hall Hotels, Atlantic 
City, N. J. (Annual Meeting). 

19-23—National Electric Light Association, 
Atlantic City, N. J. (Annual Convention). M. 
H. Aylesworth, 29 West 39th St.. New York 
City. 

22-23—National Electrical Credit Associa- 
tion, Congress Hotel, Chicago, Ill. 

26-29—American Society Mechanical En- 
gineers, Cleveland, Ohio. (Spring Meeting). 

26-29—The Electric Power Club, Sea View 
Golf Club, Absecon, New Jersey. 

26-29—Westinghouse Agent Jobbers’ Asso- 
ciation, The Homestead, Hot Springs, Va. 
(Annual Meeting). 

June 


Society, Or- 


Wyoming Utilities Association. Casper, 
Wyoming. 

lowa Section, N. E. L. A. 

2-3—Electrical Supply Jobbers Association. 


Homestead Hotel, Hot Springs, Va. (Meet- 


ing of Exec. Committee & Merchandise Com- 
mittee). 

4-6—Electrical Supply Jobbers Association, 
Hot Springs, Va. 
Divisions) . 


(General Meetings of all 
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1-12—National District Heating Associa- 
tion, Commodore Hotel, New York City. 

11-13—American Association of Engineers, 
San Francisco, California. 

11-13—North Central Electric Division, N. 
E. L. A., Winona, Minnesota. 

Between June 11th and June 18th—Asso- 
ciation of Railway Electrical Engineers, At- 
lantic City, N. J. 

12th—- American Engineering 
Committee, New York, N. Y. 

16th—Associated Mfrs. of Electrical Sup- 
plies, Hotel Ambassador, Atlantic City, N. 
J. Frederic Nicholas, Genl. Secy., 30 East 
42nd St., New York, N. Y. (Annual Meet- 
ing). 

23-27—American Institute of Electrical En- 
gineers, Edgewater Beach, Chicago, Ill. (An- 
nual Convention). 

23-27 —American- Society for Testing 
Materials, Chalfonte-Haddon Hall Hotels, At- 
lantic City, N. J. (Annual Meeting). 

25-27—National Council Lighting Fixture 
Manufacturers, Atlantic City, N. J. 

25-28—Society for the Promotion of En- 
gineering Education, University of Colorado, 
Boulder, Colo. 

26-28—Association of Municipal Electrical 
Utilities of Ontario, Niagara Falls, Ontario, 
Canada. 


Standards 


Radio Preaching 
“Splendid sermon Dr. 
preached this morning, wasn’t 
“Why. my dear, I didn’t see you there.” 
“No, I was in bed till noon, but I lis- 

tened in on my radio.” 

Ard so Dr. Shannon, holding services 
in the Auditorium at Chicago, who 
broadcasts his sermons, was led to 
make these comments from his pulpit 
recently: “A nightgown is not a fit 
garment in which to listen to the word 
of our Lord, and I hope that all of my 
congregation will get up and dress for 
my services rather than to hear them in 
their nightgowns and pajamas.” 

Perhaps the good doctor had in miad 
the contribution box when he further 
suggested that a future Sunday be des- 
ignated as “Dollar Sunday”, so that his 
invisible audience might have an op- 


Soandso 
it?” 


portunity of contributing to the support 
of the service which they hear but do 


not see. 





She gave him positive instructions to take 

all the rugs out in the yard for a good 

beating. Fifty-five minutes later she came 

downstairs and—Oh Boy! This is what 
she found 
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Constructive Advertising 

Newspaper advertising far superior 
to the average run of electrical copy 
has been carried on in New York City 
newspapers recently by the United Elec- 
tric Light and Power Company of that 
city. 

One advertisement in particular was 
not only attractive, but most convinc- 
ing. The space was three columns wide 
and about ten inches deep. The caption 
was “Electric Outlets”, accompanied by 
a line cut of an outlet with a hand 
reaching up to insert a plug, followed 
with “Make your convenience outlets 
more convenient.” Electragists would 
be particularly pleased with the main 
paragraph of the advertisement, which 
read: 

“Let an experienced electragist ad- 
vise you; not only with respect to the 
selection of places where Electric Out- 
lets are immediately required, but 
where they should be installed for your 
future electrical needs, as well. You 
will not only be better satisfied know- 
ing that your Electric Outlet require- 
ments are adequate, but you will profit 
in not having to make costly alterations 
and additions later on!” 

Marginal illustrations 
various electrical appliances in opera- 
tion in a manner that impresses the 
reader with the many comforts and con- 
veniences offered. 


showed the 


Elected Vice President 
R. A. 


second vice president in charge of con- 


Goeller recently was elected 


struction of Hatzel & Buehler, Inc., 
electragists of New York City. Mr. 


this 
since its incorporation in the capacity 


Goeller has been with company 


of general superintendent. 
Worthy Praise 

Certain men stand out as electragists 
in the same way that individuals in oth- 
er professions stand out who have set 
a worthy goal and are ever striving to 
attain it. Louis D. Rubin of Charles- 
ton, South Carolina, has perhaps made 
as great a success as an electragist as 
anybody in the country. These columns 
have repeatedly told of his achieve- 
ments. 

His most recent attainment is his se- 
lection by one of the leading newspa- 
pers of the city for a writeup in its 
“Men of Affairs” column. His engag- 
ing likeness was set forth in a pen and 
ink sketch, and some of the things said 
of him were as follows: 
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Louis D. Rubin is one of Charleston’s 
youngest prominent business men. He 
is the progressive head of the Louis D. 
Rubin Electrical Company, a business 
which he started just after the begin- 
ning of the World War in 1914. When 
the United States entered the conflict, 
Mr. Rubin served in the marine corps. 

His store has been nationally adver- 
tised in all the leading electrical maga- 
zines. Mr. Rubin has won first prizes 
in several national contests for window 
displays, a Ford touring car, a hand- 
some phonograph, and a radio set 
worth $725 being among the awards. 

Mr. Rubin is prominently identified 
with the Chamber of Commerce. the 
Rotary Club, the Electrical Contractors 
and Dealers Association. He was a 
leading spirit in the recent electrical 
show and was prominent in the better 
homes demonstration. 

Beginning with space in a hardware 
store. Mr. Rubin has upbuilt a pros- 
perous and progressive business and his 
concern has handled some of the big: 
gest contracts in Charleston. He is a 
Charlestonian who believes in Charles- 
ton and is always willing to render his 
share of service to the city. 


Rost Buys Another 


O. Fred Rost, the well known head 
of the Newark Electrical Supply Com- 
pany and of “Keep New Jersey Dollars 
in New Jersey” fame, has made another 
ten strike since it was announced in the 
March issue that he had purchased the 
Hudson Electrical Supply & Equipment 
Company of Jersey City. 

Sometime in February he was in- 
vited to interest himself in the affairs 
of another jobbing house located in the 
extreme southern part of his fair state, 
and early in March he announced that 
he had become president and general 
manager of the Trenton Electric Sup- 
ply Company. 

As quickly as possible, he advises, 
the business of the Trenton company 
will be reorganized so as to create the 
healthiest condition, by which its mer- 
chandise investment, and volume of 
purchases and sales will be in balance 
with its financial capacity. He says this 
company will handle only the highest 
quality merchandise and will pursue in 
every department a policy that is repre- 
sentative of highest standards in busi- 
ness ethics and practice. 

With the acquisition of the Trenton 
Electric Supply Company, Mr. Rott 
feels that he has fulfilled a desire of 
long standing. With the Newark Elec- 
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trical Supply Company in the heart of 
the New Jersey territory, the Hudson 
Electrical Supply & Equipment Com. 
pany ready to serve the Hudson River 
territory, and the Trenton Electric Sup- 
ply Company looking after the south 
territory of the state, he believes the 
combined services of these three con. 
cerns should do much in an electrical 
way to “Keep New Jersey Dollars in 
New Jersey.” 


Compare 1913 with 1923 


An illustrated circular recently issued 
by the A. A. Wire Company’s sales of- 
fices. New York City, pictures the in- 
creased prices of materials entering into 
building construction since 1913. Tak- 
ing one hundred percent as a basis ten 
vears ago, steel, lumber. glass. hard- 
ware, brick, and other materials have 
advanced all the way from sixty-seven 
to more than a hundred percent. 

Against these increases the illustra- 
tion shows that wire and cable have 
decreased eighteen percent. The sug- 
gestion is put forth that those who con- 
template building should contract for 
the electrical installations without fur- 
ther delay. 


Fire Waste Contest 


The award to the Chamber of Com- 
merce of Hoboken, New Jersey, of the 
grand prize in the interchamber fire 
waste contest, conducted by the Nation- 
al Fire Waste Council, was announced 
last month by the Chamber of Com: 
merce of the United States. 

The first prize for cities of the first 
over 100,000, awarded to 
Indianapolis. For cities of the second 
class the prize went to Hoboken; for 
cities of the third class, to Dubuque, 
Iowa, and for cities of the fourth class. 
to Blytheville, Arkansas. 

The award is based on fire losses and 
fire prevention measures. Hoboken 
showed a reduction in fire loss of 67 
percent for 1923 in comparison with 
the average for the preceding five years, 
or a reduction from $449,224 to $157.- 
041. 

For all the cities entered in the con- 
test and submitting reports the fire loss 
of 1923 was $3.24 compared with 
$4.75 for the whole country in 1922. As 
a result of the efforts made by the six- 
teen honor cities a reduction of 13% 
percent in per capita loss, compared 
with the preceding five year average, 
and a decrease of 34 percent in the 
number of persons killed and injured 


class, was 
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Don’t Wait Another Day! 


The recent addition to our line of the wonderful new 
ROTAREX Electric Vacuum Cleaner and the equally re- 
markable new ROTAREX Electric Kook-Rite threatens to overtax our 
production facilities very soon. Make sure of prompt deliveries when 

' you want them by getting your commitments in NOW. 


| Why attempt to compete against these All-Stars 


| with a “scrub” team? Compare the advantages the 
Apex-Rotarex dealer has over you. 


Bigger Discounts Practical Merchandising Plans 
“Overhead” Economies Greater Values 
Better Service Quicker Deliveries 


One of our 27 Factory Service Stations is located in 
your immediate vicinity. Write for our attractive proposition. 


Address Department 1081 
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ELECTRIC VACUUM 


CLEANER 


é‘ Ey — 
ELECTRIC SUCTION 


CLEANER 


The Aine Electrical Manufacturing Co. 


1067 East 152nd Street ©) BAYS 3) 0a) BO) 5 81 
FACTORIES AT CLEVELAND, O., AND TORONTO, ONT. 
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were accomplished. Two hundred and 
two chambers of commerce in forty- 
three states are entered in the national 
contest. 


Electrical Courses 


Of interest are the various electrical 
courses that will be given this year at 
the summer session of the Carnegie 
Institute of Technology in Pittsburgh. 
According to the announcement, the 
College of Industries will give six 
weeks’ courses from June 30 to August 
8 in elementary electric wiring, ad- 
vanced electric wiring, elementary prin- 
ciples of electricity, advanced electricity 
and 


elementary principles of radio 


communication. The radio course is to 
be given as the result of the success of 
a similar course given during the pre- 
ceding summer. 


Educational Movement 

An educational movement. designed 
to give the public the benefit of the 
highest scientific and 
achievements, is assured as a result of 
formal action by the national executive 
committee and the executive committee 
of the Public Relations Section of the 
National Electric Light Association at 
its meeting in Chicago, March 14. 

While all the details of the plan will 
not be announced until the conven- 
tion of the National Electric Light As- 
sociation in Atlantic City this month, 
the movement is sponsored not merely 
by the National Electric Light Associa- 
tion, but by all the leading organiza- 
tions contacting with the public in the 
electrical field. A special committee 
has been formed, representing the var- 
ious organizations and groups in the 
electrical field, and the formal an- 
nouncement will be made in the name 
of this committee, which is to be known 
as the Lighting Educational Commit- 
tee. 


engineering 


The entire activity is to be non com- 
mercial, the movement having grown 
out of the desire of foremost men in the 
industry to give the public a better un- 
derstanding of the correct principles of 
lighting. 

Government officials and educational 
authorities have frequently called atten- 
tion to the lack of general knowledge 
as to what constitutes good illumina- 
tion. Conservation of eyesizht, through 
proper diffusion of light in the homes 
and schools of the nation, will be one 
of the features of the general educa- 
tional movement. James E. Davidson 
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of Omaha, Nebraska, vice president of 
the National Electric Light Associa- 
tion, has been named as chairman of 
the Lighting Educational Committee, 
and will direct the entire activity. 


Attractive Exhibit 
The exhibit here shown was devised 
by the Electrical Extension Bureau of 
Detroit for use at the various educa- 
tional shows during the season. All 
three panels of the exhibit are wired up 











When Shown at Educational Shows This 
Exhibit Provides an Interesting Demon- 
stration 


with miniature electric lamps—flash- 
light bulbs—and the whole exhibit is 
operated from a push button switch- 
board mounted on a small table to one 
front of the board. The 
demonstration accomplishes the same 
result as obtanied in an actual electric 
home exhibit. 


side or in 


As an animated floor plan showing 
the application of lighting, wiring and 
appliances to the comforts of a home, 
the exhibit provides a very interesting 
demonstration. The visitor is met on 
the front porch and is conducted from 
one room to the other, throughout the 
entire house, stopping in each room 
long enough to have explained the pur- 
pose of the electric _ installation. 
Switches are indicated by red lamps, 
convenience outlets by green jamps, 
and light outlets by white lamps. 

In the dining room for instance the 
audience is told of the center fixtures 
being controlled by a three way switch; 
that brackets are suggested for addi- 
tional lighting, and that the modern 
dining room has a wired dining table. 
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When the number and placement of 
convenience outlets is discussed, a switch 
is thrown lighting up particular items 
on the side panels, such as will show 
appliances to be used in that particular 
room. Wherever it has been shown, 
this unique exhibit has had a large and 
interested audience. 


Standardization Booklet - 


A booklet entitled “Standardization 
—What it is Doing for Industry” has 
just been issued by the American Ep. 
gineering Standards Committee describ. 
ing how standardization work is being 
carried on, first. in the individual plant, 
second, in industry: as a whole, third, 
nationally on an interindustrial basis, 
and fourth, internationally. This book 
is free and may be procured by writ. 
ing to the A. E. S. C. in New York City, 





Shortcomings of Salesmen 
That there is need for salesmen to 
acquire a better understanding and 
broader sympathy for purchasing agents 
is the opinion of L. F. Boffey, editor of 
The Purchasing Agent, a magazine for 
industrial buyers, who addressed about 
five hundred members and guests of the 
New York Electrical League at a lun. 
cheon in .he Hotel Astor, March 26, 
“The old type of purchasing agent, who 
was merely a clerk or buffer and who 
deliberately antagonized salesmen, is 
gradually diappearing from _ industry 
and the modern buyer in manufactur- 
ing circles is ef the executive type.” 
said Mr. Boffev. “But many salesmen 
have overlooked or ignored the devel- 
opment of purchasing and purchasing 
agents in the past few years, and much 
of the old time antagonism between buy- 
ers and sellers unfortunately remains.” 
“The charge is frequently made that 
purchasing agents waste  salesmen’s 
time. To some extent the charge is 
justified, but a sincere effort on the 
part of purchasing agents is being made 
to eliminate the unsound condition. A 
duty devolves on the salesman to do 
his share by recognizing, when he en- 
ters the buyer’s office, that other sales- 
men are to follow him and that his ar- 
guments should accordingly be restrict- 
ed to essential business matters.” 
Among the specific shortcomings of 
salesmen which antagonize most pul- 
chasing agents are, in the belief of Mr. 
Boffey, the indiscriminate presentat.on 
of personal letters of introduction. the 
practice of seeking for the purchasing 
agent's “hobby”, and the tendency. to 
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No. 3131. For use in a@ room 
having both wall switch and* 
convenience outlet. 








No. 3030. For use where there 
is a convenience outlet only. 
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No. 4040. For use where there 
is neither wall switch nor con ; 
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Is Kitchen Lighting 
a fad or a permanent business? 


The nationwide success of Kitchen Lighting cam- 
paigns is convincing evidence that here is a permanent 
business. 


Accordingly Western Electric offers a line of units 
which is a step ahead in design and workmanship. 
Holders are of one piece steel, white porcelain en- 
ameled. They can be easily mounted in place with all 
screw attachments concealed. Globes are the standard 
cased glass. 


This is the kind of merchandise that will add to 
your reputation as a reliable dealer. Count on it to get 
you your share of the desirable Kitchen Lighting busi- 
ness. Write for details to our nearest House, or to 100 
East 42nd Street, New York City. 


Western Elecfric 
Company 


Offices in 47 Principal Cities 
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hold price concessions in reserve for 
“haggling” purposes. 

“The one price salesman, who stands 
or falls on his original quotation is 
beloved by all purchasing agents,” said 
the speaker. He declared that the 
salesman who considers that his re- 
sponsibility extends beyond the secur- 
ing of the order and continues until the 
right goods are in the customer's pos- 
session, is the one who gets the repeat 
orders when competition prevails. 


Lighting Sales Pointers 

Under this heading an article was 
published last month relating to foot 
candle standards of illumination advo- 
cated for the home and the workshop as 
the result of a survey on this subject 
made by the Soccety for Electrical De 
velopment. The standards given were 
as follows: 


Foot candles 
Offices ee 


Draughting rooms ........... a. ea 
GENS occcewcaccaesesd Te 1 to2.5 
Schoolrooms ....cccccccccccceces 3 to4 
SS SP or er ee eee . 3 tof 


Stores, according to color of wares 4 to8 


CE CN ka dwendecdedennct 3 to4 
ee er Te errr eee 3 
NE ED, «vous wenecnnned nn 2 
oe eer 4 


Since this article appeared attention 
has been called by a number of leading 
illuminating engineers to the fact that 
the most modern standards of lighting 
intensities in buildings coming under 
the above. categories are considerably 
higher than those indicated, and the fol- 
lowing are set forth as being more near- 
ly correct: 

Foot candles 


ah ek a laces 6 to 10 
Draughting rooms ............. 10 to 20 
ae ie oh aah irae eal do to 6 
re eee to 10 
ON OR rrr ee to 12 


Stores, according to color of wares to 12 


PACU CO Uw 
- 
° 


rere 16 
i rr to 8 
Seer ee to 6 
Bene OF DE kdadecccssncncs to 8 


Community Exhibits 

Gratifying results marked the com- 
munity electrical exhibit held by the 
Pittsfield Electric Company at Pitts- 
field, Massachusetts, the week of March 
10 to 15. The attendance exceeded the 
expectations of the manager, E. P. Ditt- 
man. A booth of unusual interest con- 
sisted of an educational exhibit show- 
ing in skeleton form the three types of 
residence wiring. The Contact Com- 
mittee, New England Section, National 
Electric Light Association and the So- 
ciety for Electrical Development codp- 
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erated with the central station, the spec- 
ial portable exhibit equipment of the 
Society being used. 

- The Manchester Traction, Light and 
Power Company, Manchester, N. H., 
held a very successful community elec- 
trical exhibit in the Manchester Insti- 
tute of Arts and Sciences during the 
week, March 31 to April 5. Over 20,000 
people are reported to have attended. 
A feature of unusual interest was broad- 
casting by prominent local men from 
the exhibit hall. Special exhibit equip- 
ment was supplied by the Society for 
this show also. 


Sales Manual on Irons 

A ninety-six page well illustrated 
manual to help sell more irons and 
ironers, published by The Society for 
Electrical Development, is just off the 
press. This manual is replete with 
merchandising and advertising sugges- 
tions and will contain a section spec- 
ially devoted to a local codperative 
campaign. 


Speaking of Fuses 

At one of the regular weekly lunch- 
eons of the St. Louis Electrical Board 
of Trade, H. T. Bussmann, a manufac- 
turer of that city talked on the subject 
of fuses. He made four points in con- 
nection with fusing that are particularly 
interesting, and which are summarized 
as follows: 

1. “A feeling that good contact is 
not required for an electric fuse.” 

Every one running circuits will use 
the greatest care in making splices, 
soldering terminals and so forth, and 
expect a fuse to function properly with 
loose clips and badly fitted parts. Then 
when the fuse blows they say that the 
fuse maker didn’t know his business. 

2. “There is a feeling that electric 
fuses are inaccurate.” 

Instances were cited where fuses were 
blowing and the terminals were found 
to be corroded. After cleaning no 
further trouble was experienced. A 
motor driven textile machine was men- 
tioned where the fuses were adjusted so 
closely as to blow before the thread 
breaks. A great number of tests by the 
Underwriters Laboratories of fuses 
made by reliable manufacturers on a 
ten percent overload which they are re- 
quired to carry continuously, showed 
less than one percent failures and they 
were not practical failures, blowing at 
a very small percent over or under the 
required ten percent. 
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3. “A feeling that fuse cases can }, 
overloaded indiscriminately.” 

When the fuse case is designed for , 
certain capacity, the amount of met| 
is reduced to the lowest safe point 
When larger fuse links are inserted thay 
those intended, there will be an ¢. 
plosion under a short circuit that ma 





















































cause damage to life or property. 

4. “A belief that fuses can be elimip, 
ated or very large fuses can be used” 

Some people think that any old king 
of a fuse will do. One case where a may 
cut a fuse link out of a piece of shee 
lead. Pressures from 400 to 900 pound 
per square inch are created when large 
fuses blow under short circuit condi. 
tions. 



























































First Radio Exposition 
Denver Interests Held Initial Feature of 
Rocky Mountain States 














The first cooperative radio campaign 
and exposition to be organized any. 
where in the Rock Mountain states was 
staged by Denver radio interests April 
7, 8 and 9. Owing to the huge success 
of the enterprise, which had the whole. 
hearted backing of a local newspaper, 
the Denver Post, it is now planned def- 
n'tely to arrange another mammoth ex- 
position in the Denver municipal aud- 
itorium in the fall. It is expected that 
the new $175,000 broadcasting station 
which is being constructed in Denver 
by the General Electric Company will 
be in operation before that time. 

No estimate is obtainable of | the 
hundreds of radio fans in Denver who 
saw the display, which was provided by 
twenty radio distributors, dealers and 
manufacturer representatives. Special 
display booths were built to house the 
equipment. A special broadcasting sta- 
tion studio was provided also as a fur- 
ther means of stimulating interest in 
radio activities. 

The exposition was free to the pub- 
lic. Admission was gained by the pre- 
sentation of special complimentary tick- 
ets which had been printed to boost 
the radio show. Special attention of 
the reading public to the exposition 
was demanded by a twelve page radio 
supplement appearing in the Denver 
Post, Sunday, April 6. 

Official endorsement to the enterprise 
was given by the Electrical Codperative 
League of Denver. 

Following are the Denver firms who 
participated- in the exposition: Hendrie 
& Bolthoff Manufacturing & Supply 


company; Reynolds Radio Company, 
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Inc.. Rocky Mountain Radio corpora- 
tion, Winner Radio corporation, Echo- 
phone Radio shop, Scott Brothers Elec- 
tric company, Bergman-Dilley company, 
Premier Electric company, Cahn-For- 
ster Electric company, French Battery 
& Carbon company, Mile High Photo 
company, Crosley Radio company, 
Maedel’s Hardware company, A. & M. 
Radio Manufacturing company, W. L. 
Winner Radio shop, Denver Radio Ser- 
vice company, Ball Radio company. 
Knight-Campbell Music company, Na- 
tional Carbon company of Long Island. 
N. Y., Alden Napier Manufacturing 
company, Chicago, IIl., and the Crosley 
Radio company of Cincinnati, Ohio. 


Specifications that Specify 

During the past few months consider- 
able interest has been aroused through- 
out the electrical industry on the sub- 
ject of clarifying specifications—de- 
bunking them, as Charles L. Eidlitz ex- 
presses it. W. R. Herstein of the Wesco 
Electric Supply Company, Memphis, 
Tennessee, in last month’s issue of the 
Jobber’s Salesman, writes of the fallacy 
of the use of the words “or equal” in 
specifications, which was discussed in 
these columns last month. 

Mr. Herstein says that there is so 
little difference between the cost of high 
grade wiring materials and those of in- 


ferior quality that architects should 
make it a point to safeguard their 


clients against the use of the latter by 
specifying only the best materials. 
Further, he says in part: 

“The words ‘or equal’ have no place, 
therefore, in electrical specifications. 
Indeed, their use implies a lack of due 
care or of good faith, since few archi- 
tects or contractors have the equipment 
necessary for making the tests necessary 
to ascertain whether the requirement 
‘or equal’ has been met. The phrase, at 
best, can only give a strategic advantage 
in the event of a lawsuit, and even then 
would be of doubtful value in view of 
the well known contradictory character 
of expert testimony. 

“A far surer method would be to 
state by different manufac- 
turers whose products would be accept- 
able. On the important items of con- 
and _ cables. 


name the 


duits and fittings, wires 
switch and panelboards, and schedule 
material, every electrical man knows 
the names of those manufacturers whose 
goods are recognized as standard. These 


names are not so numerous that they 


THE ELECTRAGIST 





cannot be set out in the body of the 
specifications without the additions of 
too much verbiage, and surely the in- 
terest of the builder is of sufficient im- 
portance to justify any extra work in- 
volved in the enumeration. 

While it is quite likely that the names 
of all eligible manufacturers would 
never be mentioned in any one set of 
specifications, the number of names 
employed would doubtless always give 
the bidder ample opportunity to secure 


competitive prices, and the thousands © 


of contracts let annually would insure 
a fair amount of mention to every en- 
terprising and meritorious manufac- 
turer. 

“If electrical contractors .are to real- 
ize a profit from their efforts they must 
make up their minds that work is not 
always to be done by being the lowest 
bidder. and that it is possible to educate 
the public along the lines of demanding 
superior materials and workmenship, 
and paying a reasonable price for it.” 


U. S. Commerce Chamber 
Meets 

A distinguished company of speakers 

will discuss outstanding national and 

international economic problems at the 

forthcoming Annual Meeting of the 


Chamber of Commerce of the United 
States at Cleveland, May 6 to 8. The 
Association of Electragists is a mem- 
ber of this organization and has a stand- 
ing committee which codperates with 
its work. 

The major topics to which the con- 
vention will give its attention are 
“Business and Agriculture,” ‘“Europ- 
ean Readjustment,” and “The Responsi- 
bility and Integrity of Business.” 

Among the speakers who will address 
general sessions of the convention are: 
Sir Esme Howard, British Ambassador; 
Secretary of Commerce Hoover; Secre- 
tary of the Navy Wilbur; Newton D. 
Baker, former Secretary of War; Frank 
O. Lowden, former governor of Illinois; 
Julius H. Barnes, president of the Cham- 
ber of Commerce of the United States; 
General Herbert M. Lord, Director of 
the Budget; Colonel George T. Buck- 
ingham, Judge Edwin B. 
Parker, Umpire of the German-Ameri- 
can Mixed Claims 
Dwight B. Heard. President of the 
National Livestock Association, Phoe- 
nix, Ariz.: and John W. O'Leary, vice 
president of the Chicago Trust Com- 


Chicago; 


Commission: 


pany. 
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Spelling Service 
The electrical dealer should be sure 
that his store suggests service in every 
sense of the word—makes the customer 
feel at home—attracts new customers— 
holds them all. The 
should be 


electrical store 

Suggestive of 

Elegance and 
Refinement and 

Very hospitable 

In treatment of 
Customers that 

Enter the store. 

How about the sales people? Service 
should be their watchword, also. Their 
very appearance should spell service, 
and it will if they are 

Sensible 
Entertaining 
Refined 
Versatile 
Intelligent 
Courteous 

- Energetic. 


New E M F Book 
The third annual edition of the EMF 


Electrical Year Book has been issued 
by the Electrical Trade Publishing Co., 
Chicago. The book has been completely 
revised and materially added to. It now 
has a total of about 1550 pages, of 
which 1080 constitute the main text. 

This is a useful general reference 
for the entire electrical industry, par- 
ticularly in giving complete lists of 
manufacturers of almost every con- 
ceivable electrical product under more 
than 3200 classifications of equipment. 

There are also definitions of over 
5600 electrical words and terms, and 
some 600 encyclopedia topics on the 
different branches of the industry, the 
leading electrical activities, inventors 
and scientists, associations, educational 
institutions, periodicals, etc. 

Several hundred __ illustrations 
been added to the text, which 
ranged alphabetically throughout for 
ease of reference. 


have 
is al- 


New Motor Book 

The McGraw Hill Book Company, 
Inc., 370 Seventh Avenue, New York 
City, has issued a new book entitled, 
“Principles of Electric Motors and Con- 
trol.” It is by Gordon Fox, who is 4 
well known electrical engineer and an 
acknowledged authority on all the sub- 
jects he takes up in this volume, which 
is the first edition. 
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It is pointed out that many existing 
texts dealing with electric motors and 
controllers treat this subject primarily 
from the design viewpoint, while a much 
larger class is interested in the appli- 
cation and operation of this equipment. 
The author's treatment of principles, 
performance, characteristics and prac- 
tical construction of electric motors and 
controllers is of simple and practical 
character, the higher mathematics, vec- 
tor diagrams and similar complications 
having been avoided. 

The motors described are those in 
regular commercial use. Some of the 
subjects taken up are: motor action; 
direct current motors; speed control 
of direct current motors: armature reac- 
tion and other factors; polyphase in- 
duction motors: speed control of poly- 
induction polyphase 
synchronous phase 
motor construction features; protective 


phase motors: 


motors; single 
features of controllers: principles of 
alternating current control: operation 
of motors in parallel and series; use of 
flywheels; motor braking. 

The book contains five hundred pages 
and is profusely illustrated with draw- 
ings and actual photographs. 


Revised Wiring Book 


The fourth edition of “Wiring for 
Light and Power” by Terrell Croft has 
just come off the press and is recom- 
mended to electragists and electrical 
contractor-dealers whose aim is to keep 
abreast of the times in their installa- 
tion work and give the customer the 
benefit of latest approved methods and 
svstems. 

This edition is warranted largely by 
reason of the changes which have be- 
come effective in the new 1923 Na- 
tional Electrical Code, around which 
the text has been written and to which 
it conforms. 

“Almost any one can install electrical 
wiring and apparatus so that they will 
work in some fashion or other,” reads 
the preface, and continues, “But to 
install them so that they will be elec- 
trically safe and mechanically secure 
involves the application of knowledge 
that has been gained accumulatively by 
hundreds of workers during many 
vears of practice.” 

The purpose of the book is to supply 
explanations, elaborations and illustra- 
tions for those sections of the National 
Electrical Code to which it is necessary 
to refer most frequently. Among the 
subjects which are treated, according 
to the table of contents, are: 
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Outside work; services; wiring 
methods; conductors; outlet boxes and 
cabinets; automatic protection of cir- 
cuits and appliances; grounding; rotat- 
ing machinery and its control appara- 
tus; transformers; switches; switch- 
boards and panelboards; various kinds 
of fixtures; lamps; heating appliances: 
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resistance devices; storage or primary 
batteries; lightning arresters: radi 
equipment; signs and outline lighting. 
theatres; small isolated plants; systems, 

“Wiring for Light and Power” j, 
published by the McGraw Hill Book 
Company, 370 Seventh Avenue, Ney 
York City. 


Annual Convention of N. E. L. A. 


Forty-seventh Meeting and Exhibition to be Held at 
Atlantic City on Million Dollar Pier, May 19-23 


Arrangements are rapidly being com- 
pleted for one of the greatest conven- 
tions ever held by the National Electric 
Light Association. As already an- 
nounced in these columns the forty sev- 
enth convention and exhibition of the 
N. E. L. A. is to take place at Atlantic 
City from May 19 to 23. 





M. H. AYLESWORTH 
Managing Director, N. E. L. A. 


The Million Dollar Pier has been se- 
lected as the scene for the convention 
activities, which will include the dis- 
play of spacious and unique exhibits 
by the manufacturers of electrical ma- 
chinery and allied products, central sta- 
tions, associations and the electrical 
press. 

Plans have been made with the sev- 
eral passenger associations in the United 
States and Canada to allow all dele- 
gates, including dependent members of 
their families, a reduced railroad rate 
of a fare and a half for the round trip 
on the identification certificate basis 
from all territories in both countries. 

For the convenience of members and 
from the 
have been made with the Pernsylvania 


cuests west, arrangements 


Railroad to run a special train from 
Chicago to Atlantic City, with special 
Pullmans from Detroit and Cleveland, 
which all western delegates, their wives 
and guests are urged to use. 

An unusually attractive entertainment 
program has been planned, and one of 
the features is the furnishing of music 
by Paul Whiteman’s famous orchestra. 
It is hoped to have this orchestra play 
on every night of the convention and 
with Mr. Whiteman himself as_ the 
leader on at least one night. A special 
program has been provided for the 
ladies, which will include a golf tour. 
nament, croquet and putting contests, 
cards and Mah Jong games, and a fash- 
ion show. 

One of the big features of the con- 
vention will be an address by Senator 
Arthur Capper of Kansas, at the meet- 
ing of the Public Policy Committee. 
Senator Capper, who is distinguished 
both for his statesmanship and his edi- 
torial ability accepted the invitation to 
speak at this convention in spite of 
many other pressing calls on his time. 

The exhibits promise to be even 
larger than the optimism of the exhibi- 
tion committee anticipated. The latest 
report from Director of Exhibits Shugg 
shows that the applications for space 
continue to come in to such an extent 
that he has been obliged to again con- 
tract for additional space on the pier 
to accommodate exhibitors. A consid- 
erable number of firms have been added 
to the Class D membership of the asso- 
ciation, and these with an unusually 
large number of those already members 
who desire to exhibit, are taxing the 
resourcefulness of the director of ex- 
hibits in attempting to provide satisfac- 
tory space on the great pier. 

Complete information on hotel and 
transportation arrangements has been 
mailed out to all members from the 
headquarters office in New York City. 
along with hotel reservation blanks and 
transportation certificates which will 
secure for members and their families 
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ORANGEBURG * pUeFRRIoR 


Provides for outlets 
























‘Through — 


Materials 


FOR 


Utilities 


Dealer 


Anywhere: | 


A grid of Orangeburg Under- 
floor Duct is embedded in the floor 
permitting the easy installation of 
electric wiring to reach any part of 
the floor. 


Any time: 


After the floor is laid and all your 
furniture and fixtures are in place 
your outlets can be installed by 
merely drilling down to the duct. 
Installing an outlet takes about fif- 
teen minutes, and new ones can be 
put in at any time as the need arises. 


For any service: 


Electric light and power, 
city telephones, interior tele- 





Electrical 











phones, telegraph call boxes, 
annunciators, dictaphone 
wires—all are adequately con- 
cealed in this system. 





JOHNS-MANVILLE Inc. 
292 Madison Avenue at 4ist Street, New York City 
Branches in 62 Large Cities 
For Canada: CANADIAN JOHNS-MANVILLE 
CO., Ltd., Toronto. 
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the reduced fare to and from the con- 
vention. No arrangements have been 
made for special trains from New York 
or vicinity to Atlantic City in view of 
the frequent train service between these 
points. 


News Notes Concerning Elec- 
trical Contractor-Dealers 


Business Changes, Store Improvements, 


and New Establishments Opened 





Hudson Electric Company, former!y 
located at 29 North Fourth Street, Hud- 
son, New York, has moved to 428 War- 
ren Street, Hudson, where an electrical 
appliance business will be conducted. 


Champion Electrical Supply Com- 
pany announces its opening at 217 
West Madison Street, Chicago, Illinois. 


Apex Corporation will open a retail 
electrical supply store at 210 Broad- 
way, Portland, Oregon. 


Spring Grove Electric Company has 
established headquarters at Burlington, 
Iowa, where a complete line of electri- 
cal supplies will be carried. Incorpo- 
rated capital, $10,000. Incorporators: 
Walter Hilliard and others. 


Paragon Electric Company, Incorpo- 
rated, is featuring an extensive line of 
at Rockaway Beach, 
New York. Incorporated capital, $10.- 
000. Incorporators: D. H. Klein, 162 
Beach 62nd Street, Rockaway Beach, 
and others. . 


Lockland Valley 
has opened an electrical supply store at 


Lockland. Ohio. 


electrical supplies 


Electric Company 


Tresco Sales Company will conduct 
a radio and electrical supply business 
at Davenport, Iowa. Incorporated cap- 
ital, $10,000. Incorporators: W. H. 
Kirwan and others. 


Howell Company, Incorporated, has 
established headquarters at 2976 Grand 
River Avenue, Detroit, Michigan, where 
a complete line of electrical supplies 
will be carried. Incorporated capital, 
$25,000. Incorporators: G. H. Howell. 
4017 Philadelphia Avenue, Detroit, 


and others. 


Commonwealth 
with main 


Edison Company 
offices at 72 West Adams 
Street, Chicago, Illinois, has opened an 
electrical appliance store at Broadway 
and Wilson Avenue, Chicago. 


Iron City Engineering Company, one 
of the oldest electrical contractors in 
the Pittsburgh district, has moved from 
the Frick Annex Building to 410 Union 
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Trust Pittsburgh. Officers 
are: President, C. W. Ridinger; secre- 
tary-treasurer, W. I. Bickford: and 


manager, A. M. Cover. 


Building, 


Keystone Electric Company is con- 
ducting an electrical supply business 
at 150 East Second Street, Dayton, Ohio. 
Incorporated capital $15,000. 


Peckham-Gottburg Electric Company 
announces its opening at 393 Chili 
Avenue. Rochester, New York. Incor- 
porated capital $15,000. Incorporators: 
C. J. Peckham, 81 Post Avenue, Roch- 
ester, and others. 


Hermon Electric Company will con- 
duct an electrical contracting business 
at 4051 West 20th Street, Chicago, Illi- 
Incorporated capital, $20,000. 
Incorporators: James W. Hermon and 
others. Correspondent: W. F. Cunning- 
ham, 10 South La Salle Street, Chicago. 


nois. 


Monmouth Sales Company has estab- 
lished headquarters at Newark, New 
Jersey, where an up to date line of elec- 
trical merchand‘se will be handled. In- 
corporated capital $25,000. Incorpo- 
rators: W. J. McFadden, 776 Broad 


St.. Newark, and others. 


Havens Electric Company, Incorpo- 
rated, in the electrical supply business 
at Hudson Avenue and Beaver Street. 
Albany, New York, will improve and 
enlarge its building to cost about $36,- 
000. Work to start at once. 

Schokmiller & Franke, Incorporated, 
are engaged in the electrical supply 
business at 3914 Minnesota Avenue, St. 


Louis, Missouri. Incorporated capital. 
$40.000. 


Warren Electrical Company has lo- 
cated at 5 Bridge Street, Paterson, New 
Jersey, where an electrical supply bus- 
iness will be conducted. Incorporated 
capital $25,000. Incorporators: A. J. 
Ghesquier. 31 Butler Street, Paterson, 
and others. 


Amplifex Radio Corporation an- 
nounces its opening at Arlington, Mas- 
sachusetts, where an extensive line of 
radio supplies will be carried. Incor- 
porated capital, $30,000. Incorpora- 
tors: J. F. Stacey, president, Arlington, 
and others. 


Victor Radio Shop has established 
headquarters at Paterson, New Jersey. 
Incorporated capital, $40,000. Incor- 
porators: Harry Pletman, 272 Market 
St., Paterson, and others. 


Rieger-Bailey Company of America, 
Incorporated, is engaged in the electri- 
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cal supply and radio equipment bysj. 
ness at Philadelphia, Pennsylvania. Jp. 
corporated capital, $25,000. Incorpo. 
rators, George Rieger, Jr., 1024 W. Up. 
sal Street, Philadelphia, and others, 


Willison Electric Company will cop. 
duct an electrical supply business g 
Bandon, Oregon. Incorporated capital, 
$50,000. Incorporators: George P, 
Topping and others. 


Electric Illuminating and Equipping 
Company is locating at Chattanooga, 
Tennessee, where a complete line of 
electrical supplies will be handled. In. 
corporated capital, $50,000. Incorpora. 
A. C. Foust and others. 


tors: 


Charleston Electric Supply Company 
announces its opening at Clarksburg, 
West Virginia. Incorporated capital 
$50,000. Incorporators: J. M. Camer. 
son, Clarksburg, and others. 


Gardner & Babcock, Incorporated, 
have opened an electrical contracting 
and fixture business at 19 Washington 
Place, East Orange, New Jersey. Incor- 
porated capital, $50,000. Incorpora- 
tors: Walter Gardner, and others. 


Young Electric Shop will conduct an 
electrical supply business at 115 North 
Eighth Street, Richmond, Virginia. In- 
corporated capital, $50,000. —_ Incor- 
porators: W. C. Young, Richmond, and 
others. 


Northwest Radio Service Company 
has established headquarters at Seattle, 
Washington. Incorporated capital, 
$100,000. Incorporators: Herr, Bayley 
and Croson, Leary Building, Seattle. 


Sluter Electric Company is engaged 
‘n the electrical supply business at 421 
Macdonald Avenue, Richmond, Califor- 


nia. 


. . J 
Business Principles 

Various speakers at a lively conven- 
tion of the Ohio Retail Grocers’ and 
Meat Dealers’ Association offered these 
suggestions for a successful business: 

t—Make the work of salespeople inter- 
esting and profitable. Educate them to be 
better salesmen. 

2—Give such good service to your cUus- 
tomers that you will hold old customers an 
get new ones. 

3—Keep inventories low and stock turn- 
over high. Buy goods that will sell quickly 
and eliminate dead stock. 

4—Check charge accounts closely and 
keep accurate records of every outstand- 
ing account. 

s—Learn what others in our line of 
business are doing. 

6—Read trade papers, associate with 
other merchants and broaden your know! 
edge of the business. 
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_  DURABILT 
w= PRODUCTS 


DURAFLEX 
DURADUCT 


Made at PAWTUCKET, R. I., by THE TUBULAR WOVEN FABRIC COMPANY 
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*-MANUFACTURING: 


\ A Department Devoted to the Latest Devices Used by the Electrical 


Contractor and Dealer 














Weber Fixture Unit 
Henry D. Sears, general sales agent 
for Weber Wiring Devices announces 
Weber device under the trade 
name of Can-del-ite, the 


a new 
purpose of 
which is to give old fashioned fixtures 














the appearance of candle fixtures which 
are now so much in vogue. 

Can-del-ite consists of two parts: A 
bobeche which slips down over any 
standard lamp socket and rests against 
the edge of the socket cap with which 
it is uniform in diameter; and a candle 
extender. the tube of which is length- 
ened until it is flush with the center con- 
tact of the male thread. so that when 
the Can-del-ite is screwed into the lamp 
socket, the bottom end of the tube meets 
the bobeche. The entire socket body 
is thereby concealed and the socket cap 
appears to be a part of the bobeche. 

Can-del-ites are put up in counter 
display boxes and other sales helps are 
supplied to dealers. 


Single Receptacle 
\ new single receptacle of the “pony” 
type is a development of the Beaver 
Machine & Tool Company, Inc., of New- 
ark, N. J. 


lowness, being only 3/4 inch from box 


Its main advantages are shal- 


= AT 


a 
li 





face to rear insulation; polarized slots. 
accommodating tandem and_ parallel 
blades; and large binding screws in 
well threaded holes. 


\s the illustration shows, this device 
is of the side wiring type and is made 
with a full length block of insulation 
which prevents the metal strap from 
bending as happens when these devices 
are made with only a cylindrical piece 
of composition. 


Fire Alarm System 


A new Closed Circuit General Alarm, 
110-220 volts, A. C., D. C., or battery, 
designed for use with the general alarm 
code closed circuit supervised fire alarm 
system, has been placed on the market 
by the Signal Engineering & Mfg. Com- 
pany of New York City. By a pull of 
the box every signal device operates, 
thus a general alarm is given corres- 
ponding with the number of the station. 

The entire system including the boxes, 
signal devices, control panel, and every 
inch of the wire, is under constant elec- 








trical supervision. The trouble bell will 
sound causing an alarm upon the fail- 
ure of current, grounds, or short cir- 
cuits. 

Laminated silicon steel magnetized: 


phosphor bronze dead beat contact 
arms; self supporting, form wound, 


moisture proof coils; 


wiping, self cleaning pure silver con- 


impregnated, 
tacts—these properties compose the con- 
trol relays. Since there are no springs 
or electro mechanical complications em- 
ployed, the relays for the A. C. make 
a contact as dependable as for the D. C. 

The time delay cutout switch, which 
is of thermostatic principle, can be set 
to cut off the current automatically at 
any desired should an 
amount of current flow through any 


time excess 


circuit due to grounds or short circuits. 








The panel is of unbreakable, mois. 
ture proof insulating material and is 
mounted in a steel cabinet having ample 
gutter space. Knockouts are provided 
on four sides. The door has a glass 
window which permits the reading of 
milliammeter. A lock is provided. 


Electric Cord Set 
The Simplex Electric Heating Com- 
pany, Cambridge, Mass., has developed 
a new plug for irons and appliances, It 
is claimed that the plug, which is of 
nickel steel, is unbreakable. A Bake-' 
lite ball erip makes it easy to connect 





and disconnect the appliance. It is 
stated that the steel spring contacts have 
been tested with loads of 600 watts, 
making and breaking the circuit 60,000 
times. Six feet of highest quality heater 
cord and a Bakelite lamp socket plug 
are furnished. The new cord sets are 
packed separate in 3 color cartons, 12 
to a display container. 


New Hubbell Units 
Harvey Hubbell, Inc., Bridgeport, 
Conn., announces a new line of pull re- 
ceptacles for metal signs, ceiling fix- 


tures and outlet boxes. These recepta- 








removable 


with 
skirted rings which hold the receptacles 
in place and at the same time insulate 
the screw shells from the metal fittings. 


cles are equipped 


They are furnished with different 
lengths of chain or cord, with or with- 
out chain insulator. 
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All Noark Fuses 
blow on the dot ® 


‘They are 
individually tested 
ai the factory 








NOARK fuses blow 
on the dot 


NOT TOO SOON — NOT TOO LATE 








THE JOHNS- PRATT COMPANY, 160 Huyshope Ave., Hartford, Conn. 


Division of Colt’s Patent Fire Arms Mfg. Company 


Export Department, 30 Church St., New York, N.Y., U.S.A. 
BOSTON NEW YORK CHICAGO SAN FRANCISCO 


Johns-Pratt 
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> has the ability 


and capacity 
» to serve you 
_ in NINE ways 








NOarK Service and Sub- 
way Boxes 





V7, NOARK Universal Service 
Z Entrance Switches 


V7 Railway and mine mater- 
7, ial,hangers,insulators.etc. 
Uy 





7 j-P moldingservice—con- 
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This company also announces a new 


pull chain extender for kitchen units. 
This device is equipped with a pull 


= J 


on. 


TR. 


4 


—~ 


b—e 


“ 


a 


cord of suitable length and prevents 
the receptacle pull chain from chafing 
or jarring the glass fixture bowl. The 
illustration shows the extender attached 
to a kitchen unit. 


New X-Ray Reflectors 

known as No. 52 
has been placed on the market by the 
Pittsburgh Reflector & Illuminating 
Company of Pittsburgh for show win- 
dow lighting. Although designed spec- 
ificially for use with the 200 watt type 


\ new reflector 


4 lamp, it can also be used with the 
100 or 150 watt type C 
stituting the proper holder adapter. in- 


lamp. by sub- 


stead of the one shown, without chang- 
ing the distribution of the light. 

This reflector is employed in con- 
nection with the form 0 
2 1 4 inch holder. 


work in show 


ordinary 
It will do the best 
windows where the dis- 
tance from glass to background is half 
or less the distance from the floor to the 
point where the reflector is mounted. 
Since its bottom is level when properly 
installed, it is particularly adapted to 
those windows where it is necessary to 
install the reflectors above the ceiling. 

Other new units are announced by 
this company as improvements on the 
units which have been marketed under 
the names of Flood-O-Lites Nos. 1 and 
2. Perhaps the greatest improvement 
is in the mounting. 

The bracket consists of the extension 
arm with a ball and socket joint at each 
end, making it possible to direct the 
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spot to any point within more than a 
Convenient to install, the 
wall flange can be readily detached by 
loosening the thumb screws so that the 
flange can be screwed to the wall, ceil- 
ing, floor, or a portable base, without 
the balance of the unit being in the way. 


half sphere. 


The reflector is of double plated sil- 
vered glass, the silver being protected 
between the glass and a copper back- 
ing. and is finished in enamel. It is 
euaranteed. 


Ventilating Fan 

The Kimble Electric Company, Chi- 
cago. has placed on the market a varia- 
ble speed, reversible, ventilating fan for 
alternating current service. A specially 
designed repulsion type motor of high 
eficiency is used. 

The speed is regulated by shifting 
the brushes on the commutator of the 
motor by means of two pendant chains 


attached to the rocker arm. These same 


J 
chains reverse the fans as well. The 
fan can be controlled through resistance 
when remote control is essential. 

The variable speed feature makes the 
equipment ideal for the ventilation of 
restaurants, theatres, hotels, club hous- 
es. factories, etc., because the volume 
of air moved can be adjusted to exactly 
meet ideal conditions. 


\ 


Adjustment of the chains conyers 
the fan from an intake to an exhang 
fan or vice versa, and it is said to be 
equally efficient for either use. 


Room Heater 


A new electric heater, known as the 
Solar Glow, suitable for use as a room 
heater and as an auxiliary heater jp 
extremely cold climates has been re. 
cently placed on the market by the 
Westinghouse Company. It is a com. 
bination of both the convection and ra. 
d‘ation type, for in addition to heat. 
ing through the utilization of air cur. 
rents, radiation is effected from a buffed 
copper reflector placed around the 


heating element. This combines the uni- 
form heating ability of the convection 
heater with the cheerfulness of the ra- 
diant type. 

The Solar Glow has a cast iron frame 
It is fin- 
ished on the sides and back in antique 
bronze so that it may be placed in any 
part of the room as well as inside a 
fireplace. The heating element, designed 
for operation on standard domestic cir- 


faced with statuary bronze. 


cuits, consists of wire co‘ls staggered in 
a one piece porcelain unit and protect- 
ed by a removable guard. The heat is 
regulated by a conveniently located 
switch, giving three different degrees of 
temperature control. 


Portable Drill 


“Try to stall it” is the slogan which 
is attached to a portable electric drill 
recently placed on the market by the 
General Electric Company. 

A special series wound motor built 
so that the torque varies inversely with 
the speed and makes stalling the me 
chine practically impossible even under 
the most severe working conditions. 

Gears on the drill are made of heat 
treated alloy steel, and run in grease 
The control switch is located under the 
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} ‘6 It adds safety 
and cuts expense” 


The Man In Charge of Motors said: 


“When all of our motors have this 
kind of a switch our rewinding bills 
will drop to the lowest notch.” 


: The switch in question is one of the new line of “Circle T” 
, { Type A Motor Starting Switches, graphically described in 


the illustration shown below. 


Positive Motor Protection 


Equipped with Overload Relays 
and Under Voltage Release Coil 


The Overload Relays allow ample starting 
time and permit sufficient temporary over- 
loading, but will trip out the switch before the 
motor is endangered. The relays are installed 
like cartridge fuses, but the clips are so spaced 
that a cartridge fuse cannot be substituted. 


The Under Voltage Release Coils are of 
simple, magnet-type construction and can be 
adjusted to trip the switch open at any desired 
voltage limit. Both coils and relays are inside 
the switch-box, which is of the standard Type-A 
construction. You can get all the details from 
the new Motor Starting Switch Bulletin—get it 


today. 











Special features of this new type motor start- 
ing switch are numbered and explained below. 





1—Under Voltage Release 6—Large variety knockouts. 
Coil. 7—Ample wiring room. 

2—Overload Relays. 8—Opening spring. 

3—Snuf-Arcs on 440, 550 V. 9 —Adjustable spring anchor. 
A. & 10—Interlocking catch. 

4—“Locking Off” Shelf. 11—Quick Break Springs. 

5—Button hele for fastening 12—Entire switch easily re- 
screws. moved from box. 












Send for “‘Circle T’’ Bulletin No. 5. 


NEW YORK 
114 Liberty Street. 


The Trumbull Electric Manufacturing Company, Plainville, Conn. 


CHICAGO SAN FRANCISCO 
2001 W. Pershing Road. 


BOSTON PHILADELPHIA 


595 Mission Street. 
ATLANTA 








**The Industrial Standard for More Than 20 Years’’ 
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optrator’s thumb, is simple in design 
The Speed Way 


drill is manufactured in several sizes 


and avoids arcing. 


for varied demands. 


Another Simplex [ron 

The Simplex Electric Heating Com- 
pany, Cambridge, Mass., has recently 
brought out an iron with original fea- 
tures. The handle is a departure from 
the ordinary wooden handle. It is of 
green Bakelite moulded to fit the hand. 
It has finger guards at either end and 
is secured by screws threaded into brass 
inserts which are cast in the Bakelite 
in the moulding process. 

The heating element is the Nichrome 
enclosed coil type and is equipped with 
a new cord set a feature of which is 
the all steel unbreakable plug which 
cannot chip or crack and is unaffected 
by heat. A Bakelite ball grip for con- 


venience in inserting and removing the 
plug is mounted on the anti kink spring. 
It is claimed that when this ball grip 
is used for removing the plug, the re- 
coil of the spring between it and plug 
snaps the plug from the iron, elimin- 
ating excessive arcing and consequent 
burning of the contacts. Instead of 
the usual brass or bronze, the contact 
springs of the new plug are of finely 
tempered steel. A two piece lamp socket 
plug of green Bakelite to match the 
handle of the iron is provided. 


New Cleaner Attachments 

The Hoover Company of North Can- 
ton. Ohio, recently placed on the mar- 
ket a new set of air cleaning attach- 
ments which are almost entirely rede- 
signed and incorporate several features 
on which patents are pending. Among 
them are scientifically designed joints 
which eliminate obstructing shoulders, 
making possible a smooth and powerful 
flow of air, thus increasing the cleaning 
efficiency. 

Swivel joints are provided which per- 
mit free use of the attachments around 
corners and in other hard to get at 
places without causing strain upon the 
hand of the operator. A spring catch 
lock in the joints obviates the possi- 
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bility of accidentally disconnecting the 
attachments while they are in use. 

A further convenience is the newly 
improved nozzle brush attachment. It 
is provided with a heavy rubber bum- 
per which prevents the marring of walls 
and highly polished surfaces of furni- 


ture when it accidentally comes into 
contact with them. 

The attachments are now seven in 
number whereas there were eight be- 
fore. This reduction has been accom- 
plished by constructing a converter 
which serves for both suction and blow- 
er use. Other attachments are a flexible 
hose, a straight and a curved tube, a 
flat fibre radiator nozzle and the alumi- 
num nozzle to which the soft hair 


brush can be attached when desired. 


Peerless Developments 


The Peerless Light Company of Chi- 
cago announces the development of an 


Strap and a lumin- 
aire with an adjustable decorated glass 
shade. 

The Adjustable Fixture Strap, illus- 
trated, is adjustable to any length from 


3 5/8 inches to 8 inches. It is made of 
heavy guage steel and is intended to 
fit any kind of box or stud in connec- 
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tion with 
brackets. 
The luminaire, also illustrated, js 
known as the Peerlite 9320 and comes 
with an 


ceiling holders and wal] 


adjustable decorated glass 
shade—ivory blue or ivory pink with 
shade colors to match. Its height is 15 
inches with a shade diameter of 5 
inches. The company announces 4g 
special introductory offer on this unit, 


1923 Code Panels 
The Plainville Electrical Products 
Company, Plainville, Connecticut, are 
supplying panels to meet the require. 
ments of the 1923 Code. These panels 
are constructed with single pole fused 
branch circuits. The identified wires 


of the system are connected solid to a 
busbar at the top of the panel. A lug 
is supplied for connection to the main 
erounding conductor. These panels may 
be obtained in the safety type or live 
front both 3/2 and 3/3 wire. 


New Time Clock 
After several years of experimenting, 
the American Time Switch Company, 
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“Gem” B Box 
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The word “Sterling” stamped on silver means “‘Ster- 
ling Quality’—it is your protection against cheap sil- 
ver substitutes. Like the word “Sterling,” the name 
“Gem” on the green cartons in which “Gem” Switch 
Boxes are packed, is your guarantee against inferior 
boxes. 


Scientific design, highest grade materials, ultra- 
thorough workmanship and conscientious inspection 
are the steps by which these famous boxes won their 
reputation as the “Standard” make and by which they 
have maintained that reputation for more than 22 years. 


There are “Gem” Sectional Switch Boxes designed 
to meet every requirement for both old and new work. 


Send for our big illustrated catalog No. 29. 


Notice to Jobbers and Dealers 


“Gem’' Switch Boxes are protected by U. S. 
Letters Patent. Beware of imitations. All in- 
fringements will be vigorously prosecuted. 

The genuine boxes bear our trade mark 
“Gem” and are packed in individual green car- 
tons bearing the name. 


CHICAGO FUSE MEG. CO. 


Manufacturers also of Cut-out Bases, Fuse Plugs, 
Fuse Wire, Automobile Fuses, Renewable and 
Non-renewable Fuses. 


CHICAGO NEW YORK 








SECTIONAL SWITCH BOXES 


Covered by U. S. Patents Nos. 950,502 March 1, 1910, and 1,016,925 Feb. 13, 1912 
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Cleveland, recently perfected and put 
on the market a Time Switch Clock that 
contains many features and improve- 
ments. The American, as it is known, 
is of sturdy construction and except 
for winding once every eight days, re- 
quires no attention. 

By means of separate timing and 
switch control units, each individually 
wound, stress and strain is eliminated 
from both elements, especially at the 
time the current is automatically turned 
on or off. Extra heavy double strength 
main springs prevent over winding The 
timing element is of special design, 
containing all machine cut gears. The 
hair spring spindle oscillates in espec- 
ially centered sapphire jewelled bear- 
ings with its movement actuated by a 
well known type of escapement. 

A small dial, marked off into day and 
night periods of twelve hours each. with 
each hour space subdivided into quar- 
ter hour periods, permits a quick and 
accurate means for setting the time 
switch to function at any predetermined 
instant. A single key winds both the 
timing and switch units and is also em- 
ployed for locking the door of the 
clock. 


Expanded Steel Guards 


New guards for Mill 

Type Lamps being man- 

ufactured by the Flexi- 

ble Steel Lacing Com- 

pany of Chicago are es- 

pecially designed for the 

new 25 and 50 watt 

type lamps. These 

guards, made of ex- 

panded steel, reinforced, 

tinned, strong and serviceable, prove an 
effective protector. 

There are guards of two kinds, key 
locking and non locking. One key is 
furnished to each dozen guards of those 
which are key locking. The non locking 
guards close with slotted round head 
screws. 


Automatic Starter 


A new automatic starter has been 
placed on the market by the General 
Electric Company. It is designed for 
use with spring induction motors and 
is generally similar to the starter for 
squirrel-cage motors, recently put on 
the market. 

The new unit utilizes the same case, 
contactors, timing device and double- 
pole overload relay, but the accelerat- 
ing contactor and starting resistor are 
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in the secondary circuit of the motor, 
and three extra terminals are provided 
for connection to the motor secondary. 


Condensed Notes of Interest 
to the Trade 


A merchandising plan for dealers 
has been prepared by the Apex Electri- 
cal Distributing Company of Cleveland. 
The broadside which describes it shows 
newspaper advertisements to run, a 
specially written letter to go to indi- 
viduals, a four page folder, and a cir- 
cular post card setting forth the com- 
pany’s products. 


Among its trade literature the Frank 
Adam Electric Company of St. Louis 
has the following for distribution: Cata- 
logs on panelboards and steel cabinets, 
and knife switches and accessories; and 
bulletins on panelboards and cabinets, 
residence safety type panelboards, and 
fan hanger outlets and floor boxes. 


Henry D. Sears, general sales agent 
for Weber Wiring Devices, announces 
that a complete line of 5 ampere, single 
pole snap switches has been added to 
that line. These switches are of the 
conventional type with and without 
indicators, some having metal covers 
with black composition handles, and 
others porcelain covers with porcelain 
handles. There are also similar three 
point switches. 


Arrangements have been completed 
whereby the Killark Electric Manufac- 
turing Company of St. Louis is to be 
represented in the states of Louisiana, 
Mississippi and Alabama by H. W. 
Stansbury & Co., Inc., Audubon Bldg, 
that city. 


M. H. Hallenbeck, formerly sales 
engineer for the Westinghouse Electric 
& Mfg Company at Boston has recently 
become district manager of the Allen- 
Bradley Company of Milwaukee, Wis- 
consin, and with offices in the Compton 
Bldg., will represent this firm in the 
New England territory. 


Service and repair shops are an- 
nounced by the General Electric Com- 
pany—in addition to those maintained 
at all the company’s factories—at the 
following places: Atlanta, Chicago, Los 
Angeles, New York, Kansas City, Minne- 
apolis, Oakland, Philadelphia, St. Louis 
and Seattle. 


The Alphaduct Company, Jersey City, 
N. J., formerly conducted as a copart- 
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nership under the same name, announces 
that it has incorporated as of April 1, 
all assets and liabilities of the retiring 
copartnership being assumed by the 
new corporation as of this date. 


A booklet designed for its dealers 
has been completed and issued by the 
Hoover Suction Sweeper Company of 
North Canton, Ohio. It is entitled, “] 
am Your Business,” and is written in a 
personal, narrative style giving the 
reader a clearer understanding of turn. 
over and overhead, etc. 


The Century Electric Company of 
St. Louis announces the issuance of a 
new bulletin, known as No. 36, on its 
line of alternating and direct current 
fans. It is attractively printed and con- 
tains actual photographs. 


A poster for hanging has been issued 
by Henry D. Sears of Boston, setting 
forth the new Can-del-ite development 
of the Weber line. It is in colors and 
shows how the unit transforms old fix- 
tures into uptodate luminaires. 


The Chicago Fuse Manufacturing 
Company has announced a reorganiza- 
tion which includes the purchase by its 
president, W. W. Merrill, of the remain- 
ing block of stock held by A. D. Dana 
of New York City, until recently chair- 
man of the board, who has been inactive 
in the management of the company’s 
affairs for a number of years. 


New appointments are announced by 
the Goldschmidt Corporation, manv- 
facturer of radio products, as follows: 
Harry Kamen, New England district 
manager, and John B. Price, New York 
district manager, supervising territory 
in northern New Jersey, greater New 
York state, and Long Island. 


The formal opening of the new fac- 
tory of Brandes Limited in England 
was celebrated recently at a dinner held 
in the Engineers Club of London, at 
which were present Frederick Dietrich, 
president of C. Brandes, Inc., and head 
of the English organization, C. E. Brig- 
ham, chief research engineer of the 
American Brandes interests, Managing 
Director Bartlett and other officials of 
the English company, and representa- 
tive jobbers of the British Isles. 


The Benjamin Electric Mfg. Co., 
Chicago, is increasing its outside sales 
force by the addition of a number of 
junior salesmen in the larger districts, 
who will be under the direct supervision 
of the district manager. 








